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International Life Grants Full 
Interest Rates on Trust Funds 


New policies just out disclose new 
departure in American underwriting 


annals. 


Company grants full interest rate ac- 
tually earned by it on its assets, less only 
one-half of 1% for expense, on proceeds 
of any policy left with the company as 
a trust fund for benefit of the policy- 
holder or the beneficiary. 


There is the guarantee of 312%, of 
course, on trust funds but this is a spe- 
cific guarantee to allow a rate of interest 
as much greater as the company actu- 
ally earns without any cost whatever to 
the policyholder for the service. 


Figure yourself exactly what this 
means for a sinking fund that a corpor- 
ation desires to create through the 
medium of life insurance to ward off 
lean years; what it means to the widow 
in the shape of annual excess interest 
earnings on the reserve fund in addition 
to a stipulated guaranteed monthly in- 
come for life. 


If it is business insurance for sinking 
fund purposes or a monthly income 
policy for any purpose examine the 
new feature of the International Life 
excess interest earning policies. 


There is still good unoccupied terri- 
tory for agencies in various parts of the 


United States. 


INTERNATIONAL LIFE of ST. LOUIS 


MASSEY WILSON 


President 


J. L. BABLER 
Vice-Pres. & Gen. Mgr. of Agencies 
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“The Fastest Growins¢ Bi Life j 
Insurance Company in A erica 


pe illustration above tells pictorially the romance of ten years in the history 
of the Missouri State Life. It is this growth which has earned for this Company 
the title of “the fastest growing big Life Insurance Company in America.” 








Today—500 Home Office employees and 2,000 representatives in 39 States and the territory of 
Hawaii are serving 140,000 policyholders. $340,000,000 Insurance in Force—1921 Income 
$12,000,000. 







\) While we are depicting the growth of the Company by the increase in number of Home Office 
| employees, the composite growth has been comparatively as great. 





To serve policyholders with complete protection has been the constant aim of the Company and 
our expansion in service has kept pace with the economic progress of this period. Today, our 
representatives are fortunate in being able to offer their clientele— 








Life Contracts—Adaptable, liberal, comprehensive, up-to-the-minute. 


Accident and Health Contracts—Wide in their scope of benefits, embodying all modern 
developments in this line. Claims paid at point where business originates, assuring prompt 
service. 






Group Contracts—Covering with equal protection, large and small 
groups. This department is an important factor in the Agent’s success 
leading not only to big business for him but providing an opportunity 
for building a larger clientele. Our group business in force at the end vate 
of 1921 exceeded that of 1920 by 61%. ‘ 


Our Expansion Program is rapidly developing. Branch Offices and General Agencies in large industrial centers offer 
attractive connections to big writers and brokers. Attractive commissions and renewals to Agents. na 









Extend your service to po‘icyholders. A Missouri State Life Contract multiplies your opportunities. 


Missouri State Life Insurance Company | 


———ORGANIZED 1892——— and 


M. E. SINGLETON, President Home Office, St. Louis 


LIFE ACCIDENT HEALTH GROUP 





THE NATIONAL UNDER Wa ee. Life Insurance Editio1, twenty-sixth year. No. 20. Thursday, May 18, 1922, 
Office of publication, 175 Jackson Bivd., Chicago. $3.00 per year; 15 cents per copy. Entered as second class 
matter June 9, 1900, at A. office at Chicago, Ill., under Act of March 3, 1879. 





XUM 

















UM 


The National Underwriter 


LIFE INSURANCE EDITION 





Twenty-Sixth Year. No. 20 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, May 18, 1922 


$3.00 per year, 15 Cents a Copy 





ACTUARIAL SOCIETY OF 
AMERICA IN ASSEMBLY 





Meeting of Company Actuaries 
Held in New York 
This Week 





HAS EXCELLENT PROGRAM 





Subjects Varied and of Interest, Cover- 
ing Reinsurance, Taxes, Substand- 
ard Expense and Others 


One of the 
papers Ac- 


America at its 


May 18 


before 


NEW YORK, 


interesting the 


most 


tuarial Society ot 


meeting this week was by Vice-Presi- 


dent E. E. Rhodes of the Mutual Bene- 
fit on “Income Taxes Imposed upon 
Life Insurance Companies by the Rev- 


Act of 


Revenue 


enue 1921 


Act Noteworthy 


Rhodes says 


In his introduction M1 


“The provisions of the revenue act of 


1921 affecting life insurance companies 
are particularly noteworthy in two re- 
spects. They mark recognition by 


business of lite imsur 
business differing 
commercial 


Congress of the 
ance as a_ peculiar 
from that of all ordinary 
institutions to such an extent as to re- 
treatment They also 


quire special 


represent the successful results of co 
yperation between the government and 
the life insurance companies, both par- 
ties having no other desire than that of 


reasonable and consistent 
plan of taxation. The new plan does not 
violate the technical requirements ol 
he business, while the practical advan- 
the Government and to ‘the 

alike are exceedingly im- 

3oth can count with reason- 
assurance upon the amount of tax 
paid. Certainty has substi- 

tuted for uncertainty, equality for in- 
equality and simplicity for confusion 
Moreover, the tax is ascertained and 
minimum ot “sg 


formulating a 


+ 


tages to 
companies 
portant. 
able 


to he been 


collected at a expense 


Substitute for Old Tax 
The new tax is a substitute for the 
old income tax, war excess profits tax, 
capital stock tax, and tax on the issu- 
ance of policies On the whole the 


change favors the younger and smaller 
companies and the larger companies will 
a higher percentage of the aggre- 
tax than they have paid under the 
existing law. The new tax is a tax 
strictly on income from investments, 
ind profit or loss on sales is not to be 
considered as effecting 

\ very useful part of the paper is the 
comparing the determination 
former income 


pay 
vate 


income 


immary 
ot income in 
th the present 


tax laws 


Life Reinsurance 


fe Reinsurance,” by W. N. Bagley 


and J. M. Laird, was a very comprehen 
sive paper which gave a brief account 
f the growth of such reinsurance in 
this country and the reasons for it. It 
hen discusses the different methods un- 


|} surance must be 


'PRUDENTIAL’S ACTION 


WILL EXTEND SUBSTANDARD 
Advises Its Agents of Move to Lib- 
eralize Its Policy on Under 
Average Risks 


Effective im- 
agents of the Prudential are 
Acting President Edward D 


NEW YORK, May 17 
| mediately, 
| advised by 


| Duffield, that the company will extend 
“the practice of rating various torms ot 
| impairment risks, and we will issue pol 


formerly 
from the 


icies in such would 
have been rejected if it is felt 
| information that 
; can be granted at suitable ratings.” 

| The new ratings will be termed “Spe- 
| Medium, Hazardous and Extra 
| Hazardous.” Premiums will be 
} upon the actual age ot the applicant 
| Age will not be “rated up.” Inquiry 
| blank must be forwarded to the ordi- 


Cases as 


before us insurance 


cial, 
based 


nary issue department covering any 
| person whose application has been re- 
| jected, postponed or modified by the 


| Prudential or any other company within 


|the preceding five years If this pro 
| vision is not observed and the case is 
rejected or the policy not placed, the 
jagent will be charged the medical tee 


Ratings imposed for causes other thar 
| occupation will not removed 
| Loan and non-forfeiture values for sp 


cial, medium and hazardous rating pol- 


usually be 


licies will be the same as at present 
|Special values will be used for extra 
| hazardous ratings though these will 
|} probably not vary greatly trom values 
jin the regular policies Commission 
lrates will be the Same as tor corre 

ponding forms of regular policies. Rated 


] 


| policies will not contain a_ disability 
| : 
| clause, except as at present provided 
| cl r which such reinsurance is effected 
and states in considerable detail many 


particulars of each method 


It not only covers the reinsurance of 
| life insurance but also disability and 
| ; , 


indemnity benefits when issued 


with life 


double 


in connection Insurance 


Twe Methods in Vogue 


One of the most common forms 1s 
that of reinsurance by 
method, namely, the 
pany takes over a part of the 


of the 


the co-insurance 


reinsuring com 
obligation 
assuming 


insuring company by 


}its liabilities under the policy, agreeing 
ito pay the Sain dividends, allow the 
|} same guarantees, and in general to fol 


original insuring company in all 
| re spects Such 

| quently automatic 
| suring company 
above its 


| low the 
co-insuranc¢ 1S Ire 
so that when the in 
accepts insurance on a 
limit the 


reinsured in the 


|given life for own 
automatically 


mpany, 


| Casc 1s 


| reinsuring c notice being giver 


|later. In this kind of insurance the r 
|insuring company usually pays the 

suring company the commission which 
the company would pay to its agent d 
also in general covers its share of the 
expenses If some proportion of tl 


original insurance is given up the reir 


decreased by the same 


both in the reinsuranc: 





amount so that 
going into force aid its larger going out 
|of force everything is automatic and 


(CONTINUED FROM PAGE 19) 


|} part of the 


CANADA MEN’S MEETING 


AGENCY OFFICERS’ GATHERING 
| Interesting Discussions at the Annual 
Meeting Held at Toronto in 
Sun Life Offices 


TORONTO. CAN.. 


business 


May 17 (on- 
was the principal 
third 
Life Agency 
meeting this week 
Montreal. Aiter 


-treasurer and 


ervation ol 


topic for discussion at the annual 


meeting of the Canadian 
Officers’ Association 
at the Sun | 


the report of 


te otmfece in 
the secretary 


general business, the paper prepared by 


|. S. Ireland of the Sun Life treated the 
conservation ot business trom the stand- 
point of the field and from the stand- 


point of the home office also, the first 


section being read at Tuesday's meeting 


nd the 


Re sponse 


followings 
held 
Bovd ot 


day 
treating of 
lower 
Life \ 
Ramsey of the Canada Life 

Reid of the Life t 
the home office part ol the address Mr 


second on the 
to the 
made by J 
the Contederation 


section 
men Was 

Gordon 
and I | 
London respol ded to 
Boyd's subject was especially ‘the ad 
selling several 
requirements discusing the 
mm both 


visability of policies to 


nt special 
anglk s 


propoition ft 


A. Gerden Hamsey Speaks 


\. Gordon Ramsey spoke im answer 


to the tollowing questions ‘What part 
hould the branch office cashier take in 
onnectiot with the retaining oft bus 
ness ° 

How long should he have to deal 
vith a case betore it is turned over to 
the head office conservation depart 
aan 

Should he contine his communica 
tions to the stereotyped form of letters 


or should he write special letters cov 


ering certain cases 

Is it wise to offer the cashier a bonus 
conditioned upon low lapse ratios 

Is it wise to urge the branch mai 


1 


ager to take an active part 


in efttorts 
conservation of bu 3 


for tl 


’ t ‘ 


siness 
1 


Discussion By E. BE. Reid 


Reid 
» whether it is 
lectors. particularly in the 


1 if these are employed 


cTs and 


discussed the question as 
wise to employ co 
larger cen 
what 
renewal commission due the 
forfeited He« 
policyholders 


agent should be also dis 


cussed the possibility of 


becoming accustomed to a _ solicitation 


of renewal premiums, the employment 
of collectors thus having an advers« 
ettect 

Tuesday aiternoon those present at 
the convention had choice of goli at the 


ride 
dinner 


Club or a motor 
and 


golt 


Beaconstield Golf 
Montreal 


vas served at the 


afterwards 
club 


around 


with the 


Sun Life as host 


Masonic Mutual’s Change 


\ bill before Congress would permit 
the Masonic Mutual Life of Washing 
ton, D. to change its name to the 
Acacia Mutual Life, and would allow 
t! vriting of health and accident u 

nee in addition to hfe business 
| uld the company elect so to do [he 
asure likely to pass 


tics” was discussed by ]. E 


CHAMBER OF COMMERCE 
IN ANNUAL MEETING 


Stock Fire 
panies Lose in Fight 


and Casualty Com- 


for a Director 


VALUABLE PAPERS GIVEN 





S. Kemper, President of the 
Lumbermen’s Mutual Casualty, 


Elected Member of Board 


James 





May 17. 
Lumber- 


WASHINGTON, D. (¢ 


lames S. Kemper, president, 
men’s Mutual Casualty of Chicago, was 
reels the 


United States Cham 


nominated for tion to board 
of directors of the 
ber of Commerce, 


stock 


\lexander, president of 


frustrating the at- 
tempt of the nom- 
nate H. G. B 
the ¢ 


tal Assurance 


companies to 


ontinental Casualty and Continen 


oi Chicago. The vote for 


Mr. Kemper’s nomination was 160 to 60 
nd his election was conceded by the 
stock compani The latter have a 
director in the person of Harry A 
Smith, president of the National Fire 
of Hartiord, whose term will not expire 


until next vear. It is reported that the 


general officers of the chimber strongly 
were opposed to the election of two 
representatives ol the stock companies 
to the board of directors, leaving the 


presentation 


missioner Donaldson Speaks 





rho s B Donaldson, insurance 
commissioner tor Pennsylvania, led oft 
at Tuesday’s session of the insurance 


characte 
about the 
companies 
suspicion 


declared that the 
laws thrown 
msurance 
popular mind the 
something untrustworthy 
business. He 


group He 
ot restrictive 
operations ot 
raises in the 
there is 
said 


about the imsurance 


also that insurance solicitors should be 
better trained for their work to show 
the public its advantages. He estimated 
that there are 200,000 persons in the 
United States earning a living as insur- 
ance solicitors 


The American people are extremely 


good natured,” he said. “Ask them to 
deny themselves something, in defer- 
ence to a need ot the nation or state, 


cheerfully 
our public 
statutory ‘don'ts’ 


and they will 
instant vou 


barbed 


accord, but the 
within the 
they 


hedge 


wire ot 


teel as if someone had his hands on 
them, and the natural query arises: 
Why the deuce is the insurance busi- 
ess all tied up with laws? There must 


about it.’ 
buyer always 


mighty slippery 


yrrance of the 


has le it impossible tor the preying 
salesmen to slip anything over rhe 
USsINeSs itself Ss not slippery 
\\ H. Merrill, president of the Un 
derwrit« Laboratories of Chicago, 
told about the work of that body 
J. t nugh Speaks 





nsurance company 
activi 


Kavanagh, 


scrTvice 


' . | 
4 octal 
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THE 


BALTIMORE'S CONGRESS 


vice-president of the Metropolitan Life. 
His company, he said, had built up a 
very elaborate program of service to its 
policyholders, a program of education 
against disease and a nursing service to 
remove disease when :t became en- 
trenched in a home or community. The 
company also has sought to cooperate 
with communities through joint action 
with boards of health, the Red Cross, 
the National Tuberculosis Association 
and kindred organizations. The Metro- 
politan believes that it pays to spend 


GOOD PROGRAM IS ARRANGED 


Wallis, Thurman, Graham and Rock- 
well Head-Liners—More Than 600 
Agents in Attendance 

BALTIMORE, 16.—Na- 


MD., May 





money in building up a service aes tional Life Insurance Day was celebrat- 
he said. Service broadcasted intelii- | od here May 11 by the fourth annual 
gently breaks down sales resistance, Southeastern Sales Congress of the 
and gets from policyholders in many Baltimore, Hagerstown and Washing- 


cases active cooper ation in sec uring ad- 


ditional policyholders ton associations with over 600 agents in 


attendance. The program was a short 


“This company has no doubt what- C | 
ever but that the service it renders are | 0M€ but interesting to the nth degree 
investments that pay dividends,—divi- At the morning session, Fred Wallis, 


manager for greater New York for the 
Fidelity Mutual, got off his “Income In- 
surance” talk that has so enthused life 
insurance audiences in the past. 


dends in satisfaction in dollars, in pub- 
lic opinion, in deferred dividends which 
come to the company in the continued 
payment of premiums and in cumulative 


dividends of active good will from its Oliver T. Thurman, manager of agen- 
policyholders.” cies of the Mutual Benefit, spoke 
Federal regulation and control of in- | “Program Insurance.” Mr. Thurman 
surance is not now practicable in view | declared that program insurance was 
of the decision of the supreme court, | the selling of an idea; that life insurance 
according to J. R. McColl, treasurer, | is and should be bought for a specific 


purpose, for the things it may accom- 
plish is its greatest appeal. He stated 
that the duty of the agents is of getting 
underneath the needs of the people. 
“Our job,” he said, “is to ascertain 


Lorraine Manufacturing Co., Pawtucket, 

R. I. In Mr. McColl’s opinion there is 

also an unquestioned need of uniform- 

ity of state laws regulating insurance. 
Life Insurance in Europe 


Home business conditions are limiting these needs and - - — i 
foreign operations of the insurance com- | #S5UFance may hil these needs, aoa 
gram insurance is nothing more than | 


Moore, general 
Foreign 


for a time, H. P. 
American 


panies findi tl int i,” 
manager, Insurance | "Ging tncse interests. 


Association of New York. stated. al- In conclusion, he asserted that the 
essential thing that makes for success 


though general conditions in the foreign | ° : . ; 
in selling 1s not technique of the busi- 


field are changing for the better with : : - 

more rapidity than seemed possible a ness but lieve, confidence, enthusiasm 

year ago. Referring to recent articles and confidence. r 

which have appeared in the press on the] . lhe speakers at the alternoon ses- 
sion were William J. Graham, second 


withdrawal of American life companies 


vice-president of the Equitable Life, on 





from certain European countries, Mr. | (7. Ba we . 

Moore said: “Actual cessation of new The Responsibilities and Opportunity 
business took place years ago, but what of the Agent 2 and Dr. ¢ harles J. Rock- 
is now happening is the financing and well, ot the Carnegie Institute Lite In- 
turning over of what liability is left to | SW™@"°° School, on “Closing the Case. 
local companies, particularly in central _ ‘ 
Europe. This operation (advisable be- A stockholders’ meeting of the Gulf 
cause of the condition of the currencies | Coast Life of Mississipi has been called 
of such countries) has brought out | for May 23, at which time a reinsurance 
prominently the very. great improve- | Of, the company’s business. surrender of 





(CONTINUED ON PAGE 14) sidered, 


NATIONAL 





on |” 


U NDERW RITER 


GOOD CARNEGIE CLASS 


SPRING TERM NEARLY ENDED 
Twenty States and Nearly as Many 
Companies Represented—Faculty 
Goes to Pacific Coast 
PITTSBURGH, Pa., May 16.—The 
spring class at the School of Life In- 


surance Salesmanship at Carnegie In- 
stitute is nearing completion, and the 
38 enrolled students will soon be back 


at their homes applying the knowledge 
of the insurance business acquired dur- 
ing the three months at the school. 

The school is becoming more 
tional in scope each year, 20 state 
this 


na- 
*s hav- 


ing representatives in particular 
class. Pennsylvania leads the list this 
term, with eight students. Massachu- 


setts and West Virginia have four cach. 
[he three students from Michigan put 


that state in third place, while New 
York, Ohio and Maine have two each 
in the class. The following states are 
| represented by one student: lowa, 
Oregon, Oklahoma, Kentucky, Illinois, 
Indiana, Wyoming, Maryland, Virginia, 
Connecticut, South Carolina, Nebraska 


F 


and Texas, 
Many Companies Represented 
The following companies 
sented by the student body: 
Life of New York, Equitable of 
York, Northwestern Mutual, State 


are pre- 

Mutual 
New 
Mu- 


tual, Pacific Mutual, Massachusetts Mu- 
tual, Provident Life & Trust, National 
Life & Accident, Prudential, Union 
Central, National of Vermont, Aetna, 
Security Mutual, Mutual Benefit, Guar- 
dian Life, Home Life, Ohio State Life 


and Manhattan Life. 

This class is using the complete set 
of texts prepared by the faculty. They 
are: “House of Protection” and “Out- 
lines of the Functions of Life Insur- 
ance,” by the director of the school, 
Griffin M. Lovelace; “Psychology ot 

Selling Life Insurance,” by Dr. E. K. 
Strong; “Outlines of the Principles of 
Salesmanship,” by C. H. Rockwell; 
‘Selling Life Insurance,” by the former 


May 18, 1922 
director of the school, Dr. John A, 
Stevenson, and “Life Insurance,” by 


Huebner. 
Conduct School on Coast 

The faculty, which is 
Messrs. Lovelace, Strong and Rock- 
well, leaves immediately after the close 
of this class for California, where they 
will conduct the summer schov! for 
Pacific coast students. 

The class has had the pleasure of 
hearing some verv instructive lect 
from the following wc!! known insur- 
ance men: Frank L. Jones, manage- 
of the Equitable Life of New York at 
Indianapolis; Dr. John 4. Stevenson, 
vice-president of the Equitable: Royal 
S. Goldsbury, manager of the North- 
western Mutual at Pittsburgh: George 
W. Ryan, manager of the Provident 
Life & Trust at Pittsburgh; | A 
Woods, head of the Woors agency of 
the Equitable Life at Pittsburgh, and 
Mr. Lyne, manager of Union Cen- 
tral at Pittsburgh. 


composed of 





ures 


' 
tin 





New York Life’s Memphis Meeting 
The New York Life held 
in Memphis this week of managers and 
agents from its Gulf Department, whi 
includes Arkansas, Mississippi, Alabam 


a conferencs 


and Tennessee. Thomas A. Buckner, 
vice-president; Dr. O. H. Rodgers, chiet 
medical director, and W. H. Pierson 
secretary, were present trom he hom« 
office. Gene Andrews and Jack J 
Parker, ex-presidents of the $200,000 
Club, were also on hand, delivering ad- 
dresses. 

Agents from the several states who 


their regular allotment by a 
during the contest 1 
which 
wert 


exceeded 
certain percentage 
honor of Vice-President Buckner, 
ran from Jan. 1 to April 15, 
present as guests of the company 


Fidelity Mutual Leaders 
F. P. Danzillo of Greater New York 
heads the list of producers for the Fidel- 
ity Mutual Life for April, ranked 
according to first-year cash premium 


settlements. He is No. 2 on the year’s 





| “Clayt” 


honor roll, on which the leader is 
Hunsicker of Philadelphia 


LINCOLN NATIONAL LIFE’S NEW HOME OFFICE 


\ suggestion of the impressiveness of the home : — 
office building, which the Lincoln National Life is : 
about to build in Fort Wayne, Ind., is gained by | 


this first artist’s sketch of the structure. 
The building will face on Harrison street, one of 
the prominent business thoroughfares, and will 
extend an entire city block between Douglas avenue 
and Breckenridge street It will be in the form of 
the letter “U” and will run back 120 feet on both 
Breckenridge street and Douglas avenue. The | 
wings will run out 60 feet in front of the main 
entrance and the approach will be suitably beauti- 
fied. There will be a large statue of Abraham 
Lincoln in front of the building. 
This first unit will be four stories high although 

foundation will be placed for a 15-story build- 
that more units can be added as space is 
needed. Eventually wings will run back on Doug- 
las avenue and Breckenridge street that the 
building will form a large letter “H.” 

The Lincoln Life home office departments will 
take up the entire building. It is estimated from 
the present growth of the company that this four 
story unit will be sufficient for only five years before 
additional building will be necessary. 

The edifice will be built of granite and Indiana 
limestone with the first story of Vermont granite. 
It is of Grecian architecture and from the exterior 
drawings it is being proclaimed by many of those 





the 
ing so 


so 


who have viewed the initial plans as giving promise of being one of the ost 
beautiful life insurance buildings in the world. 

Benjamin W. Morris of New York is the are hitect. He designed the home 
office buildings of the Aetna Fire, Phoenix Mutual Life and Piedmont Fire; also 
the Pierpont_Morgan Memorial Art Library, the dormitories of Princeton Uni- 
versity, the Cunard building and other notable structures. 

Associ ated with him in planning the Lincoln Life building is Harry A. Hopf, 


who assisted in planning the home office buildings for the Phoenix Mutual Life, 
Southern Life & Trust, Federal Reserve Bank of New York, Curb Brokerage 
Exchange of New York and LaSalle Extension University of Chicago. 


Exact placing of the several Lincoln Life departments in the building have 





























not been definitely decided upon but ample space will be provided on the ground 
floor for an information desk, telephone central and telegraph office There will 
be recreational rooms supplying six bowling alleys for employes and with dress- 


ing rooms and showers in connection 
Demolition of buildings on the 
vating will follow at once. 


actively engaged in helping to arrange 


Lincoln Life site is going on now 
Vice-President and Manager Arthur F. 
a schedule 


and exca- 
Hall has been 
of construction that will see 


this edifice completed in record breaking time. Process of the building will 
going on at once and it is planned to have the edifice under roof by January. 
1923, so that the company will be able to make use of the building by June of 
next year. 
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PLAN TO USE STORIES 
IN THE NEWSPAPERS 


How the National Life Underwrit- 
ers’ Association Will Go 
About Work 


NOT TO BUY ADVERTISING 


Believes That Human Interest Material 
Will Be Attractive Enough to 
Get Reading Srace 


Much misintormation | given 


out regarding the institutional adver- 
tising plan of the National Association 
Life Underwriters according to one 


as been 


ol 
of the officials of the present admunis- 
tration. THe NATIONAL UNDERWRITER 1S 


able to state what is contemplated and 
what the plan includes. 


In the first place, it is not an adver- 


tising campaign in the crdinary sense 
of the term. Officials have been fortu- 
nate in securing for this work a man 


who has been impressed with the won- 
derful human interest side of the life 
insurance business and who has pecu- 
liar ability and facilities for undertaking 
a publicity campaign. The newspapers 
of the country are publishing 
every week regarding autcmobiles, radio 
and other great subjects in which the 
public is naturally interested 


Opportunity fer Publicity 


| 
| 


LIFE 


BUSINESS IS IMPROVED 


IFE MEN MUCH ENCOURAGED 


| Chicago Agents Say That There Is a 


pages | 


Noticeable Upward Trend in the 
Production Field 


Chicago managers and general agents 
of life companies almost unanimously 
agree that business is much better and 
the outlook is far brighter than has been 
the case for time past. Manager 
J. E. Smith of the Prudential that 


sonic 
says 


| he experienced the best four months in 


| year produced twice 


[his publicity man feels that lite 'n- | 


surance offers some of the same oppor- 
tunities and that if presented to the 
papers of the country in the right way 
they will gladly publish information 


regarding life insurance of the human 
interest character free of charge, not as 
advertising of the business, but as a 
matter of interest to their readers. He 
does not propose to pay these papers | 
anything for what they publish but he 
is under contract with the National | 
(Association on a certain basis to write 
the material and to offer ready ior 
publication to such papers as care +o 


use it. 


May Be Local Advertising 


His contract depends upon the num- 
ber of papers using the material and 
the amount of material published. The 


National association official quoted 
states that in some of the larger cities 
it is quite possible that the local under- 


writers’ associations and managers may 
wish to advertise in the papers using 
this material in much the same way 
that the automobile agencies advertise 
in the papers which give considerable 
space to the automobile industry and 
in that way the may indirectly 
profit through advertising 


paners 


Virtue of the 


The chief virtue of the lies in 
the fact that a man has been secured 
who sees great possibilities from the 
human interest standpoint in getting up 
the kind of material that the papers will 
gladly use, especially if furnished to 
them in such shape that it requires little 
effort on their part and which 
them nothing: also, in the fact that this 
kind of material is the natural way of 
bringing a great subject like life insur- 
before the people. In short, this 
appears to bé a publicity bureau for life 
insurance, just as much in the same 
way the automobile industry, political 
parties, theatrical companies, etc., 
their most valuable publicity, through 
the news columns as regular news 
matter, 


plan 


costs 


ince 


get 


Charles Sachs of New York 
of the heavy personal producers 
Northwestern Mutual Life, with which 
company he has been associated for 24 
years, announces the removal of his indi- 
vidual office to 2 Rector street, close to 
the financial district, 


city, one 
of the 





H« 


1920 


the history of the agency this year 
has eclipsed the great record of 


Mr. Smith has 44 counties in Illinois 
Even the farm communities show some 
improvement, he says. Mr Smith 
states that he has been able to accom- 
plish more because the men _ have 
worked harder. They have labored 
more intelligently. They have endeav- 
ored to find out who could pay tor 
insurance. [They have sold moderate 


amounts. Mr. Smith says that there are 
some large policies being written but 
that the bulk of the business is coming 
from men in comfortable circumstances 
He that the four months of this 
as many applica- 
tions as the similar period last year. 


Says 


U. C. Upjohn’s Comment 
U. C. Upjohn, general agent of the 
Equitable Life of Iowa, expressed the 
opinion that it is much easier to interest 


men in life insurance now than it was 
last year. He said the business is com- 
ing from the salaried men and thos¢ 


that are earning a profit in their busi- 
“Undoubtedly there is a much 
better feeling in business circles in gen- 
eral,” said Mr. Upjohn. “The life agent 
who is on to his job is taking advantage 
of the situation. Our agency is much 
gratified with the improved condition.” 


ness. 


Darby A. Day’s View 


Darby A. Day, Chicago manager for 
the Mutual Life of New York, whose 
agency has written $21,000,000 of new 
business in the first four and one-hali 
months of this year, says: “Business 
is certainly on the upgrade. \vhiie we 
are not ahead of the 1920 figure, we 
are passing the 1921 mark and condi- 


tions are rapidly improving so that this 


year may prove to be the best year 
thus far experienced. Just as an in 
dication, the Mutual Life of New York 
had the biggest day in its history on 
May 8, when over 1,000 policies were 
written for a total of $5,000,000 The 
trouble in the past has been partly with 
the agent in his selling, not entirely 
with the public in its buying, and th 
attitude of the agent is being rapidly 
improved. April and May have seen 
a good recovery in business and thi 
| will probably continue to grow m 
strength.” 
Campbell Sees Greatest Year 

“T hope to see this year become ih 
greatest year in the history of this 
agency,” said J]. A, Campbell, Chicago 
agency director for the New York Lif 
“Last year, in spite of the decreases 
shown in miny instances, this agency 
wrote the largest volume in its history, 
and thus far this year we are keeping 
ahead of the 1921 total. The first four 
months of 1922 resulted in a paid for 
business of $8,081,000 compared with 
$7,967,000 ir the same period of 1921. 





As the increase has been growing dur- 


ing April and May, it is a sign that 
the business is steadily improving and 
that the increase will probably erTow 


Conditions are very propitious and | 
hope to see this the best year in this 
agency, as well as in the entire field 


of life insurance.” 
Equitable’s Chicago Increase 
The Chicago department of the Equi 
table of New York is finding conditions 
so greatly improved that all signs port 
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GOING BACK TO TEXAS|GIVE MORE ATTENTION 


THREE WHICH LEFT RETURN 


Only Six in All of Those Forced Out 
by Robertson Law Are Again 
Operating in State 


AUSTIN, TEX., May 16.—Three new 
life insurance companies have entered 
Texas, one of which withdrew when the 


Robertson compulsory investment law 
was enacted and two quit the state prior 
to the passage the stat- 
ute, which became effective July 6, 1907. 
[wo other companies which withdrew 
at that time returned to Texas 
time ago 

The ones which have just returned to 
Texas the Travelers, Louisiana State 
of Shreveport, La., and Royal Union 
Mutual Des Moines Che Travelers 
withdrew when the Robertson law went 
into effect. The two companies which 
returned previously were the Manhattan 


ot Robertson 


some 


are 


of 


Life of New York and the Reliance Life 
of Pittsburgh 
Must Pay Back Taxes 
All had to pay gross premium taxes 
into the state treasury Che Louisiana 
State reported Texas premiums col 


lected during the interim of its absences 
trom the state of $11,969 and contributed 
taxes of The Royal Union re- 
ported premiums of $2,540 and 

$76.20 taxes; the Travelers, premiums of 
$829,191 and paid taxes of $16,584 


$359 


paid 


A total of 21 life companies withdrew 
from Texas when the Robertson law 
was passed 15 years ago and they have 
been slow to return. That law pro 
vided that every life insurance company 
shall as a condition of its right to do 
business in Texas invest and keep in- 
vested in Texas securities a sum of 


money equal to at least 75 per cent of 


the aggregate amount of the legal re 
serve for policies on the lives of citizens 
of Texas It still is in force without 
modification. 

Texas state ageits for the newly ad 
mitted companies are as follows lrav- 
elers, R. B. Feagin, of Houston; Louisi- 
ana State, A \. Breeding, of Fort 
Worth, and Royal Union, Willard H 


Faster, of Houston 


National Reserve in Nebraska 


\\ H Horley, 
National Reserve Life 
establishing 


vice-president of the 
of Pope ka. is 
a Nebraska branch office in 


Lincoln Mr. Horley formerly resided 
in Lincoln, being connected with the 
Midwest Life He went to Kansas six 
vears ago as its state manager, remain- 
ing with it until the National Reserve 
Life was organized in the latter part of 
1929 The company is now operating 
in several mid-western states, and was 
admitted to Nebraska May 1. The com- 
pany wrote $11,663,000 Kansas last 
vear, with a premium income of over 
$400,000 

histor. oT the district H F Berls 
resident supervisor, said, “There is no 
room for objection when our district 
reports an increas¢ of $1,200,000 in paid 
for business in the first four months of 
this vear ompared with the same pt 
riod of last year Our Chicago agen 
cies had the best vear on record in 
1921. in contrast to the many offices that 
experienced a considerable decline in 
the 1921 premiums, and now 1922 shows 
indications of passing that hich mark 
early in the vear April was the begin- 
ning of the increase, more applications 
heing written in that month than in anv 
previous month, and thus far May is 
chowine a comfortable lead over April 


We hone to pav for over $40,000,000 this 
vear. The agencies are all on their 
and are maintaining their enthusiasm and 
mainlv a matter of 
and apparently that is 


toes 


optimism It is 
personal attitude 


to this being the greatest year in the} ,»ow at its best.” 


ot 


| to work out his problems for 


| practical 





TO AGENTS’ TRAINING 


Most Agency Managers Now Rec- 
ognize Trend of the Times 


in That Direction 


NEED AGENCY MEETINGS 


Such Gatherings are Valuable if Prop- 
erly Conducted, but Too Often Lack 
Definite Plan and Program 


BY ABNER THORP, JR. 


Editor Diamond Life Bulletins 
Every 1 


ove in the |] 


to 


ment 


le insurance 
today 


business seems 


indicate that 


there isn 
l ud 
training 


Home 


\ge ncy 


ore and more insistence being 


upon the matter of selection and 


ot agents 


omces, the 


Association of Life 
the 


research at ( 


Othcers, bureau of per- 


sonnel 
t} 


arnegie Tech and 


le more 


and wide awake 


all 
an unprecedented way upon these 
problems. The 
not without 


progressive 


¥ ’ ; } ] 
gencies themselves are concentrat- 


ing in 
thing is in the air and 
reason. Facing as we are 
a number of years of declining prices, 
with the in 
creased trom each producing 
unit in order to secure adequate profits, 
it is necessary tor the agency plants of 
the country, well the tactories, 
to reorganize and substitute def 


consequent necessity 


or 
ethcrency 


as as 


stores 


initely planned activities or haphazard 
hit and miss methods Such method 
were all very well for other days, 
when the public had not been 
properly educated as to the essential 
value of life insurance as a part of its 
lite financial program, and while the 


lite 
upon 


trend of 
mains 
and 
were 


msurance solicitation re- 
the flat level of the old hit 
miss procedure, where agencies 
open to almost any man who 
wished tide over a temporary period 
employment who turned to life 
resort after having 
in practically every 


or 
last 
unsuccessful 


ield 


Managers Aware of Need 


insurance as a 


beer 


But a 
Sun oft 
the he 
there 
eral 
these are 
bv tar the 
vitally 


dawned and the 
even now high in 
In spite of that, however, 

managers and gen 
are not awake, but 
few and far between 
majority Of managers 
ot the change and are 
to the best of their ability 
them and their agency 
reformed condi 


new day has 
progress 1s 
ivens 
still some 
agents who 
rather 
great 
awar®©e¢ 


ire 


casting about 
to adant 


mations to 


selve be 
organi the 
tions, 

lo a certain extent, nevertheless, 
they are groping in the dark because 
they do not know in which direction to 
turn aid Chis is quite natural, for 
neither the home nor the field 
rgonizati very tar in their 
a result, it is almost 
individual himself to 
of increasing his 
and training 


tor 
othces 
have gone 
ns As 
the 
me 





mnvestigati 
entirely up 
devise wavs 


or ins 


efficiency in selection 


Can't Sit Back and Wait 


afford 
others 
him, or 
up by the full 
automatically to 
of others shall 
There are cer- 
which it seems 
in every agency 
which are certain to produce very 
results in increased 


no general agent can 
supinely tor 


However, 
to sit back waiting 
caught 
swt pt 

the 


expecting to be 
tide and be 

success when 
have reached fruition 
tain ific things 
should be attempted 


and 


on 
labor 


spec 


business 


and improved efficiency. 

One of these is the holding of regu- 
lar agency meetings. Of course, we 
recognize at the start that such meet- 


ings are not possible in all territories 
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WHEN BETTER POLICIES ARE WRITTEN 
THE NATIONAL RESERVE LIFE WILL WRITE THEM 


|} on account of the wide distribution of 
|} agents over a large area. Even under 
such circumstances, however, quarter- 
iy or semi-annual gatherings can be 





ATIONAL RESERVE)" 
IFE INSU RANG 


oe O80. . GODFREY f MOORE, resident 




















HOME OFFICE 


TOPEKA, KANSAS 


held at some central point which may 

very profitably attended by all so- 
however, where the agency 
force is concentrated we believe that 
there is no valid excuse for the failure 
of a general agent to hold such meet- 
ings at least once a week. Nothing 
but good can result from such practice 


provided that such meetings are care- 
fully planned. That is the important 
thing, however, and without careful 


planning it is simply a waste of time or 
even worse to attempt such periodic 
gatherings. 


Few Give Thought to Details 


We have found, by inquiry, that in 
spite of good intentions comparatively 
few managers have given _ sufficient 
thought to the details of agency meet- 
ings. In many cases these are apt to 
drift into routine gatherings which are 
attended by compulsion, the time being 





We Want 
District Managers 


and 


Salesmen 


for ~ompanies, 


ARKANSAS 
IOWA 
KANSAS 
MISSOURI 
NEBRASKA 
OKLAHOMA 
TEXAS 
UTAH 


Dowt delay, send 
in your application 
right away. 


with the 


West. 





The National Reserve Life 


Wrote more business in its own 
home state last year than 51 other 


beating its nearest 


competitor, one of the big Eastern 
Companies by over $3,000,000. 


We Want Real Producers 


Men who wish to 
building for themselves a future 
fastest 
Insurance Company in the Middle 


succeed in 


Life 


growing 


rather unprofitably spent in arguments, 
comedy, or monologues. [oo often 
such meetings are regarded simply as a 
favorable opportunity for the injection 
of “pep.” No definite detailed plans 
are formulated; no thoughtful, persistent 
attempts are made to elicit the coopera- 
tion of those present; no effort is made 
to assign topics for preparation for the 
following meeting: in short, the periodi- 
cal getting together is simply a_ hap- 
hazard, slipshod, unplanned, unenthusi- 
astic hour of boredom, leaving the 
agency force exhausted and somnolent, 
without any substantial gains whatso- 
ever. 
Agent Wants “Real Stuff” 


There is no doubt at all that in a 
ereat many institutions the holding of 
agency meetings has been discontinued 
because of some such results as these 
just mentioned. This is a sad state ci 
affairs and is a regrettable neglect of 





what might otherwise be a wonderful 





CALIFORNIA STATE LIFE 


Insurance Company 


SACRAMENTO 


With more than $5,000,000 of assets and over $45,000,000 of insurance 


force, after ten of successful operation, 


Home Office Building. 


ducing agencies in 


years 


home state the 


is 


Company offers very 


now constructing a 10-story 
To carry out its plans for intensive development of pro- 


attractive 


contracts to experienced, live, energetic salesmen who bear proper credentials. 


Come to California where you can work every day of the year under pleas- 
ant weather conditions, amidst a progressive people and pleasant surroundings. 
California State Life salesmen are making a record of average individual produc- 


tion. If interested address 


J. R. KRUSE, Vice President 


agency 


opportunity for the engendering of en- 
thusiasm and powers. Agency meet- 
ings properly planned and executed are 
now actually proving themselves to be 
the best means of lifting agents out of 
ruts or improving selling equipment. 
E. S. Albritton stated at a recent meet- 
ing of the Life Agency Officers’ Asso- 
ciation: 

“A present-day solicitor wants some- 
in thine definite, something tangible—real 
stuff about practical salesmanship, and 
comes into meetings to obtain genuine 
help in making a big, honest success.” 
Agency mectings, as we said, if prop- 
erly conducted can make or remake an 
agency and we are doing everything 
within our power at this particular time 
importance of this to the 
country. 


to stress the 

managers in the 
Outline for Agency Meetings 

The Diamond Life Bulletin Service 

has just published an outline of a ser- 

ies of 25 agency meeting containing 

very practical suggestions for the con- 

















STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Has shown steady 


Is progressive in every detail which is for the benefit of its policyholders and their beneficiaries. 
A Home Office organization trained to render efficient service to policyholders and field force. 


An agency organization that is capable, and loyal, happy in the knowledge that the protection and service furnished by 


unexcelled. 
B. H. WRIGHT, President. 


its activities are 


STEPHEN IRELAND, Superintendent of Agencies. 


and consistent growth. 





Incorporated 1844 


D. W. CARTER, Secretary. 
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duct of such gatherings, including a 
complete consideration of such subjects 
as “The Time for Holding Meetings,” 
“Compulsory Attendance,” “Leaders.” 
“Assignments for Reading,” “How to 


Secure General Participation,” “Ques- 
tions,” “Personal Experiences,” “Out- 
side Speakers,” “Physical Arrange 


ments,” ete. 

These suggestions are not theoretical 
In any sense, but represent the combined 
experience of many of the largest agen- 
cy plants in the country which have 
developed the technique of meetings to 
a remarkable extent. This data is being 
distributed to subscribers to the Dia- 
mond Life Bulletin Service and the 
subjects of the meetings include the fol- 
lowing: 

1. Physical, 
paredness. 

2-3. Personal Efficiency and 
ning. . 

4. Prospects, 

5-6. Preparing for the 


Mental and Moral Pre- 


Plan- 


Interview. 


; The Approach. 

~ rhe Presentation—Creating De- 
sire 

9% Answering Objections. 

10. Closing 

11. The Psychology of Selling. 


12. Written Methods: Briefs, Charts, 


13. Preparing Schedules of Policies 
\lready in Force. 

14. The Professional and 
How to Sell Him. 

15. Selling the Farmer 

16. Special Uses: Life 
Bequests in Education, 

17-18 Income Insurance. 

19 Wilis and their Relation to Life 
Insurance. 

20. Women. 

21-22. Business Insurance. 

Inheritance Tax Insurance 

25. Review. 


Salaried 


Insurance for 


who may be interested and 
who will write to The National Under- 
writer, 420 East Fourth street, Cincin- 
nati, O.. will be supplied with the 
cutline of the meetings free of charge, 
together with detailed information re- 
garding the Diamond Life Bulletins 
which are considered an absolute- 
ly necessary part of the equipment of 
over 1,000 of the active and pro- 
ITESSIVE country. 


Those 


now 


most 


agencies of the 


GROUP COVERAGE FOR AGENTS 


Bookstaver Agency of Travelers in New 
York Grades Amounts According 
to Production 


“Practice what you preach” is a mot- 
to oft quoted; but when practiced in 
the manner as applied by Joseph D 
Bookstaver, general agent of the Trav- 
elers in New York city, it is worthy of 
more than passing mention. Mr. Book- 
staver has made an announcement that 
group insurance has been adopted in his 
agency, under which every employe, as 


well as selected classes of agents, will 
benefit. 

This is the first agency of the Travel- 
ers to adopt group insurance for its 


agents as well as employes, and the car- 
rying company is naturally the Travel- 
ers 

A very ingenious plan has been de 
vised whereby the amounts of insurance 
are regulated. Agents producing in ex- 
cess of $250,000 new paid for life insur- 
ance during a fiscal year are covered 
for $5,000. Agents producing in excess 
of $200.00 but less than $250,000 are 
covered for $3,000 and agents produc- 
ing in excess of $100,000 but less than 
$200,000 are covered for $2,000. The fis- 
cal year ends June 30 Employes are 
covered on the following basis: Execu 
tives, $5.000: department heads, $2,500, 
and clerks, $1,000. 


American Life Convention Gains 


The Farmers Life of Denver and the 
State Life of Great Falls, Mont., have 
joined the American Life Convention, 











making 


a total membership of 144. 
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FINDS BUSINESS GOOD 


LIFE 


DETROIT COMPANY'S SHOWING | CHICAGO NATIONAL’S PROGRAM 


American Life Makes Steady Gains for 
Every Month—Plan for Convention 
at Miami 
Detroit 


the American Lite ot in its 


May ‘Banner” asks ‘Is Business 
(;o00d?” and thet replies 

“Ask Trosper, whose ritings approx- 
mated $250,000 for the month; ask } 
Anger, who had ov 100.000 for the 
ionth: ask Richardson, whose writings 

ere over’ $80,000 for the month; ask 
Svkes. whose business was $45,000 tor | 
Lhe month; ask Der ho ot Pennsyl- | 
Vania who wrote $129 000 or | 
nonth, and other salesmen. 

‘The new writings ct the awency 
ores ot the compan) 1o1 \pril 
amounted to nearly $1,400,000 with pri 
miums of nearly 340,000, as against a 
March productio ot little ess that 
$1.250,000, carrving remiums oft int 
over 335,000 

Increase of 100 Percent 

The new business for Apri s 
Vear is an mcrease ot more tl oo 
percent in both insurance written and 
new premiums over April one year ag 
It contrasts with an avcrag roduc 
tion of about $700,000 per month tor 
October November aid Dee ) 


1921 It contrasts with a new production 


of $758.000 for January otf this year; 
£956.000 for February nd shght leas 
han $1.250.000 for March 

“The outstanding features of thes 
substantial gains ar a) The har | 
versistent work necessary to then ‘ 
omplishment ndicatin tl ealt 
state ot of the sal Teka ’ 

d ts St idi sing t hi rad 
owet ind b "I \ i Sligiit 
vain ot apout S2OO.000 pat mont m- 
cicating al ibsence tT al everis ) 
ther tl s t10 n t 
indicating tl realization he mart 
the me the eld nat ! 

d hard 1 will « } 

. | rw d« . a ‘ < 

ain—and not ord kers ( 1s 

alization Is scepi t t! as v0 
es en the eld nd ny old 
oportion to their realiz i 
this ane 7) thic proportr1or i | 
he sales of the company . | 

. ] i SI 1 ner Ss g 

Convention Contest On 

ris te eld Ml a 
ré ng each otl th the trip yr | 
rizes ve | let ) 

| Ospert s a \l 1 | 
Farrington of Washingt Sroat of | 
Oregon made substantial progress s | 

Ce d others ar ( g st 2 
The ten sa smen to hr iri | 
half the distance to Miat wil k 
ete cd wit the nc week 
ivs Five lave Ire yas 
ark [wo are close to it l 
T ib ten others who stand equa 
chance of being the remaining three 1 
this contest It is practicall 
that more than 30 of our salesmen will | 
reach Mianai It will b 1 col tor 
giants.” 

\ nN corrt i ] | <| 
glanc the progress t contest ts 

The company’s school oking s | 
stactor During tl first tern i} t 
four weeks the 12. students roduce | 
$140,000 of busines n tl t ternoon | 
work in the eld The new class b in| 
Ma s and will los Jun 
In th issing of Dr. M. G, Williamsen, 
at Upland, Cal., the Los Angeles agency | 
of the Pacific Mutual lost a iluable | 
member of its field force Dr. Williamson | 
ioined the igenev thr ears ago and | 
was a successful life inderwriter Fol- | 
lowing a period of service during the war, | 
his health did not permit of his resuming 
the practice of his prof ’ ind he | 
engaged in life nsurance shir | 








| 


| ting on Extra Steam and Stimulating 


Business 


The Chicago National Life which 
heretofore has been operating in I] 
nois is now applying for admission 


Indiana and Iowa rhe production and 
field work is in charge of A, L. Whit 
mer, who has been in the business for a 
number of years, and is president of the 
Chicago National 
pany i 2 


Underwriters Com- 
Johnson, 


who was to 


erly with the agency depart t of the 
Gary National | ite. has joined the Chi 
cago National Life to assist in agency 
organization work, The capital is $300 
000, 

The company is arranging to take 
over the business of the Gary National 
Life, Already many of the field men 
of the Gary National are working 
Illinois for the Chicago Nation: 


Thomas Carey, the president of the Chi 


cago National, is owner of the Carey 
Brick Company, and is also president 
of the Chicago Oreton Coal Company 
Lee D. Mathias, the vice-president, is a 
Chicago attorney r. F, O’Conell, the 


secretary and treasurer, has been as 
sociated with Mr. Carey for 15 vears 
and is his personal representative at the 


National office 
tron 


Gerhardt 


Chicago 

aside 
Paul 

Hanke 


Works 


directors 
follows i 
Hank« [ror 

Frank P 


president 


Company 


Stedem, president Saybrook Bank, Say 
brook, Ill.; Chas. W. McHatton, presi 
dent Farmers State Bank, Mt. Sterling 


I1.; 


School Bo 


Edwin S. Davis, president Chicago 


ird: C, C. Marquis, secretary 


nd treasurer, Daly Pantagraph, 
Bloomington, Ill.: C. S. Christoffer, off 
cial, C. M. & St. P. Ry lohn Nichau 
$loomington, Ill.: Edward Nockels, se 
retary ind treasurer \merican Fedet 

t of Labor \. L. Whitmer, pres! 
dent Chicago National Und riters 
(Company The officers nd director 
of this institutior have severally d 
collectivel, pledged their nora ind 
nancial pport d faithful tru 
ship 





rie orthwestert gency orce the 
Lincoln Nat il will hold its am | 
onferen lune 26-28 Christmas 
ike. Mint These avs were selec 
p f the fact that the Nort] 7 
Congress of Life Underwriters 1 ‘ 
te Ww tT ' diate \ follow mI 
1 that ill give the Lincoln National 
rents an opportunity to remain Mi 
neapolis for the Northwest Cor Ss 
The prog r the three-d ’ a2. 
S wu eng pret ‘ d oft S ll 
be there fre the home office to take 
lefinite part it The progr 1 
‘ ] lance tl the pr pre r | ‘ ft ‘ 
1 ement, one of the featu s being 
has al vrs ' he third da otured 
| | = effec snitesiiial Paget 
orthwestern field fore It | ned 
‘ ke his ene ' 
lee celebration in ac ) le nt 
‘ etur oT better bus ~ nN tr 
through the northwest ' 
- he histo ‘ 
Receivers for Two Companies 
feceivers have been ippornts 
uranc¢ it | t C} 
cag Ind Act WW ‘ , 
ylicati At rn G r T ( 
Lesch of Indian rt Lion Life 1 
surance Ce pat s cl reed 4} : 
ng to maintain le la rdec 
reserve for the protectio ; es 
holders It is rthe alleged that the 
concern has beet mismat ced and it 
assets dissipated 
The Old 1 Life ] e 
pany. for wl h a receiver has also been 
appointed as in the process of g 


Willi Enter New States—Is Now Put- 
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COMPANY WILL EXPAND | 
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EXPERIENCED CO-OPERATION 


The Agent out 





in the field actively engaged in soliciting 
prospects is the man to whom the Home Office of the UNION 
NATIONAL LIFE 


every possible aid in battering down opposition. 


bends its every effort to equip with 


Its officers have always been agents and always will be 
agents in spirit and fact. The sincere helpful suggestions 
and co-operation eminating from the Home Office are of valu- 
able aid to the agent out in the field striving to sell a most 
worthy commodity. Exceptional opportunity is awaiting 


you when you communicate with- 
The Agency Department 
Union National Life Insurance Company 


Houston, Texas 
J. C. STRIBLING, President J. M. YOES, Secretary 











Enjoy Your Field Work 








With just so many hours and days to live our lives in 
how much better to be doing our work WITH PLEASURE 
rather than as drudgery to be gotten through with as 
painlessly as possible Instead of having a hobby or 
pastime separate trom our jobs—why not make busmess 
our pastime and GE] AL! rH! FUN out of it as we go 
alo1 £ 
NATIONAL FIDELITY’'S entire organization is so inter 
ested in the absorbing game we are playing that we are 
laving fun at it every day We are constantly finding 
ew and better too to give our fieldmer better methods 
f giving prompt, efficient service to Agents and Policy 
de better, MORE PROFITABLE cooperation and 
vaacking to our Agents that life is constantly full of 
nterest and enjoyment 
You may be HAPPY, PROSPEROUS and USEFUL i: 
the highest degree wh« ou line up with this group of 
ople who REALLY LIVI 
Our Junior Department is just one of the new tools offet 
ng a rich OPPORTUNITY to the alert salesman 
| eight of the best stat in the Union there are everal 


s NOW 


Minnesota—Missouri—Nebraska 
Dakota— Texas 


RALPH H 


ood opening 


Oklahoma— South 


lowa—Illinois 


RICE 


President 


NATIONAL FIDELITY LIFE 
Sioux City, U. S. A. 
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This Improved Trust Plan 
Will Help You Sell Policies 


The Union Trust Company of Chicago, in co-oper- 
ation with leading actuaries and insurance counsel- 
lors, has developed an Insurance Trust Plan that: 


1. Adds 100° to 300°) to the insured’s 
Family Estate. 


2. Produces the largest ultimate Estate 
consistent with continuous pro- 
tection. 


3. Secures a well-recognized advantage 
in connection with U.S. Income and 
Inheritance Taxes. 


So great has been the interest among leading 
insurance men, and so effective has this plan been 
in stimulating results for them, that we believe 
every insurance representative will wish to give it 
close study. 


Graphics and figures bearing upon the plan, to- 
gether with consumer literature, may be had on 
request. 


UNION TRUST COMPANY 


Madison and Dearborn Sts., Chicago 




















THE RELIANCE LIFE 


Reliance Life Insurance Company of Pittsburgh *"y2ja:5e"* 


THE PERFECT PROTECTION POLICY OF 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Pittsburgh, Pa, 








We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 











| “Prospecting 
| Agents,” 





UNDERWRITER 


EQUITABLE’S WESTERN RALLY 


Utah, Navada and Wyoming Agents of 
New York Company Hold Two- 
Day Educational Conference 





SALT LAKE CITY, UTAH, May 16. | 


Che Equitable Life of New York held 
a successful two-days convention here 
last week with agents from Utah, Ne- 
vada and Wyoming, Elmer A. Ricker, 


manager of the local branch, presiding. | 


The deliberations were of an educational 
nature and designed to give the field 
representatives a better and firmer grasp 
of the business. Mrs. Elizabeth Coray, 
one of the most successiul woman 
agents in the West, discussed “Life In- 
and Income Bond Insurance,” 
asserting that the former plan is the 
only one that is absolutely sure to take 


come 


| proper care of the beneficiary. 


William P. Bennett gave a paper on 

Methods Used By 
in which he urged that those 
responsible for training agents give 
more attention to the problem of “get- 
ting next to” instead of devoting all the 
time, or most of it, to telling how to 
irgue for an application. “A genius 
does not have to bother about such 
things,” he said, “for he just goes out 
and gets the business, but few of us 
are thus gifted and have to follow some 
plan.” Others who spoke were William 
Merrill, district manager at Salt Lake 
City; R. W. Anderson, William Allison, 
district manager at Ogden, and John W. 
Walker, insurance commissioner of 
Utah and a life expert. Mr. Walker’s 
address was along technical lines and 
dealt with the benefits of business or 
corporation insurance. 

The musical program included a visit 
to the famous Mormon Tabernacle on 
Temple Square, where an organ recital 
was heard, and a song by William P. 
Bennett, entitled “Welcome Mr. 
Shapro!” in honor of Benjamin Shapro, 
Oakland, Cal., manager who was 
present as a special guest. 


Western Life Starts Rebuilding 
The Western Life of Des Moines, 
which burned out Christmas Eve, is 
starting construction of its new building 


on the site of the old building, 720 
Sixth avenue. It will be a five-story 
structure, 117 feet deep and 47 feet 
across the front. The Western Life 


will occupy the fifth floor. Other rooms 
will be used for office rooms. It will be 
a steel and concrete building, entirely 
fireproof. The Western has started its 
17th year and has $15,000,000 of business 
in force. 





Joins A. M. Best Company 
Clarence E. Porter of Chicago, former 
western manager of the group of fire 
ocmpanies headed by the Commercial 
Union of London, and prior to that as- 


' sistant United States manager in New 
York, has been elected vice-president 
and a director of the Alfred M. Best 


Company of New York, the insurance 
reporting publishers. Mr. Porter is well 
known in the fire insurance world, be- 
ing at one time president of the Spring 
Garden of Philadelphia and later the 
Insurance Company of the State of 
Pennsylvania of that city. He is a man 
of brilliant attainments, 











~ MUTUAL LIFE OF ILLINOIS | 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 


H. B. HILL, President 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company | 
A Company of Service 


Service to Policy Holders Service to Agents 

and held in Trust by the Insurance Department of 
Live Up-to-Date Policies Ordinary Life 
A few good openings for good live producers in Illinois. 
N. H. WALT, Vice-Pres. and Agency Director 


Limited Payment and Endowments 
Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 


the State 





DR. J. R. NEAL, Sec. | 
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|'CORNER - STONE DRIVE 


|\CAMPAIGN OF ILLINOIS LIFE 


| ; 


| Special Applications Secured During 


May to Be Preserved in Box in 


Corner-Stone 


During May agents of the Illinois 
| Life, in addition to celebrating presi- 
|dent’s month in honor of the head of 
|}the company, James W. Stevens, are 
| conducting a Corner-stone Memorial 
|} Application Drive. Each year the field 
|force of the Illinois Life makes a special 
| effort during May because of the fact 
| that it happens to be President Stevens’ 
birthday month. This year May will 
witness an unusual effort on the part of 
Illinois Life men. The corner-stone of 
the company’s new home office build- 
ing at 1212 Lake Shore Drive in Chicago 
will be put in place June 24. The record 
{of the applications and the men who 
|} produce them during president’s month 
of this year will be preserved in a large 
bronze box to be placed in the base 
stone at the right hand corner of the 
building. 


To Preserve Record 


Each agent of the company has been 
sent an attractive folder, on the front 
page of which appears the legend “Cor- 
ner-stone Memorial,” and a drawing 
showing a corner-stone laying cere- 
mony. This is to be deposited when 
signed by the applicant and agent in a 
specially constructed bronze box, one 
foot nine inches long, twelve inches 
high and nine inches wide. 

Will Hold Ceremony 


Each agency of the company which 
produced and paid for during 1921 not 
less than $500,000 of new insurance is 
to be represented at the corner-stone 
laying ceremony on June 24. The pro- 
cucer who will represent his agency will 
be the man who personally secures the 
largest number of president’s month and 
Corner-stone Memorial Applications. 
The Illinois Life is now occupying a 
portion of its new home office struc- 
ture. Agents have shown a remarkable 
interest in the two special contests now 
being staged, and big results are pre- 
dicted by R. W. Stevens, vice-president 
and agency manager. 


Los Angeles Agency Booms 


Under the management of Fred C 
Hathaway, the Los Angeles agency of 
theMutual Life of New York is going 
strong. For the month of April this 
agency attained second place among all 
the company’s branch offices, in volume 
of paid-for new insurance, and for the 
year it qualified for tenth place in the 
same classification. As compared with 
the same period last year, 1922 shows a 
gain of close to 100 percent. On basis 
of quota paid, April shows a percentage 
of 319. Including pending business, 
Mr. Hathaway states that his agency 
could not stop writing new insurance 
and pay for a volume greater than has 
ever been paid for in a full year by the 
Los Angeles office heretofore. 


Inter-Southern Opens New Addition 


The Inter-Southern Life has virtually 
completed the 20-story annex to its 
home office building at Louisville and 
on May 29 will throw open its enlarged 
offices, which take up better part of the 
18th, 19th and 20th floors. A large audi- 
torium is on the top floor for business 


meetings, concerts, parties, private 
entertainments, etc. The work of en- 
larging the building consumed more 


than a year and doubled its floor space. 

The first wing of the building was 
started 12 years ago. The Inter-South- 
ern then had $3,000,000 insurance in 
force and today $60,000,000. Its assets 


have increased from $326,000 to $7,000,- 





000. 
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DRIVE BRINGS RESULTS 


BIG GAINS IN MEMBERSHIP 


National Association of Life Under- 
writers Adds 1,500 as Result of 
Campaign on May 11 


NEW YORK, May 17.—From the 
very incomplete returns thus far re- 
ceived at the headquarters of the Na- 
tional Association of Life Underwrit 
ers, the drive made throughout the 
country on May 11 to increase the mem- 
bership of the organization promises to 
add at least 1,500 new names to its 
roll, a result which if attained will be 
very gratifying to all interested in the 
agency movement Cities thus far 
heard from report new members as fol- 
lows: Altoona, 11; Ashtabula, 5; Cleve- 
land, 58; Connecticut, 18; Detroit, 65 
Elmira, 18; New York City, 30; New 
Orleans, 16; Philadelphia, 117; Pitts- 
burgh, 80; Portland, Me., 60; Omaha, 
7; Saginaw, 14; Salt Lake City, 15; St. 
Paul, 80. 

Chicago, which conducted a partic- 
ularly spirited campaign, has not yet 
advised of the result and it will likely 
be some time before final returns are in 
and the full measure of the success of 
the drive known Despite the effort 
made to discredit the institutional ad 
vertising proposition of the executives 
of the National Association, plans for 
its launching are progressing steadily, 
and assurance is given that when de- 
tails of the movement are officially 
promulgated they will differ markedly 
from the incomplete stories thus far 
circulated in connection with the affair 


FE. N. Crook, a newly appointed repre- 


° 

sentative of the Pacific Mutual Life at 

Santa Barbara, Cal., turned in over $21 

000 of business, including settlement with 

t ipplications, a 17 It of s first 

tw weeks worl is a les of life 
surance 





The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each vear. As a seller it has no 
competitio1 Write us about it 
NATIONAL LIFE ASSOCIAT'N 


| Des Moines, lowa 














| FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 

| has just issued a very interesting 
booklet 
| “Suggestions for Increasing 
Your Income” 
| P ’ ; 
| and would be pleased to send a 
to every Life, Fire and 
| Accident Agent in 


Ohio, Illinois and Kentucky 


ODpyV 
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MR. AGENT! 
Do you care for QUALITY, 
not SIZE? \ge, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 
Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE rHE HOME OFFICI 


LIFE INSURANCE EDITION 











cA Significant Fact 


In ten years, the Pan-American 
Life Insurance Company, operating in 
twenty three states and territories has 
maintained its General Agents’ 


Organization practically intact. 


During that period only two men, 
connected in the above mentioned 
capacity, resigned from the Company’s 
service. We believe SERVICE to 
policyholders and our Field Force, to 
say nothing of Unexcelled Agency 


Equipment, IS THE ANSWER. 
THIRTY THREE new men 


became associated with our Field 


Organization during April. 


Pan-American 
Life Insurance Company 


New Orleans, U.S. A. 


C. H. Ellis E. G. Simmons 
President Vice-President & General Manager 
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Darby A. Day for President 


\r one of the monthly meetings of the and determination. He has shaken up the 
Cuicaco Lire Unperwrirers Association dry bones in Chicago and has brought 
General Agent JuLes GikarpAn of the together assemblages of life men in num- 


PHoentx Murvat Lire stated that the bers unknown in the city before. Mr. 
Chicago life men would be very strong Day has all the qualities of a real leader. 
for Darsy A. Day, manager of the He inspires confidence. He is perfectly 
Mutua Lire in that city and president frank and sincere. He never beats around 
of the Cuicaco Lire Unperwriters As- the bush. He has the faculty of helping 
SOCIATION, for president of the National people in a very practical way. He has 


Association great sympathy with men who are striv- 


Darby Day possesses administrative 


He has breadth of 


Since that time much sentiment in favor ing. 


of Mr. Day has grown, not only in Chi- ability of high order. 


cago, but in other sections. He is re- mind and vision. He is a most likable 
garded today as one of the great agency man. He isa born organizer. He would 
generals of the country. When he took make a strong man as the head of the 
charge of the Chicago organization he put Natrona Association or Lire UNDER- 
into it his initiative, energy, enthusiasm WRITERS. 3 
Why Davi Carried | 
Tur fact that Henry P. Davison, one made by the inheritance tax and pos- 
of the partners in the firm of J. P. sibly other taxes which may arise out 
MorcAn & Co. of New York, carried of the war.” 


$2,000,000 of life insurance, is being Mr. Davison appreciated the fact that 
< ¥ ive ] life o S shov ee . 

used effectively by life agents to show by carrying sufficient life insurance to 
how men of large affairs and great . 

. , S* : 4 & protect his estate he could go ahead 
wealth appreciate life insurance as one 


with his projects with satisfaction and 


means of creating or protecting in 


: . te confidence. Even if the worst should 
estate The New York “Times” told in pacing: 
happen he had $2,000,000 of life insur- 
a very. succinct manner why Mr. ; 
ance. Mr. Davison left a large estate. 


DAVISON was interested in life insurance 


Nevertheless he saw the value of life 


when he took his secord million in ie 

1917. The New York “Times” said at @™SUtance acting as a buffer and protect- 
that time: “It was reported in business '"8§ him in his gigantic operations. He 
circles that Mr. Davison had been led realized the fact that even if death came 


to double his insurance by two princi- his estate would not be impaired be- 


pal considerations The first is the cause he carried sufficient life insurance 


desire to leave his estate in possession to pay all the taxes, expenses and other 
ot a large amount of cash so that it demands, When men of wide affairs 
will not be cessary to disturb anv and large vision turn to life insurance, 


Che 


ability of of etting the heavy 


investments second is the advis- it gives us confidence in the 


ereater 
demands system, 


Human Being Insurance 


Whether President Isaac Miller Ham- 
ilton of the Life of 


man himself and his de- 
might be termed family 


needs of the 


Federal Chicago pendents. It 


oined the expression, “Human Being insurance. The introduction of the total 
Insurance” to cover personal insur- 2nd permanent disability clause in life 
ance, we know not. He uses it, how- tm™msurance has extended the usefulness 


Life insur- 
ance itself enables a man to meet con- 


ever, in reference to the coverage of- of the life insurance policy. 


fered by his company and others of a 
tingencies during his own life time and 


similar nature. Human being insurance 


has a broad appeal We are interested creates an estate at death. Accident 
in human interest stories in periodicals and health insurance, well known as 
because they deal with humankind and disability or time interruption § insur- 


the problems with which we are all ance compensates a man for loss of his 


time through form of disability. 
The term “Human Being Insurance” is 


a graphic one, simple in its application 


insurance 
The 
to those forms of in- 


confronted Human being any 


differs from property Insurance. 
limited 
that 


They are life, accident and health. 


former is 
is a good 
one to apply to life insurance policies 
with the total and permanent disability 
clause or to the combination of the three 


demnity deal with the man him- and readily understood. It 


self, 
They are policies written on the per- 


son himself. They have nothing to do 


with property or any other possession. kinds of personal insurance, life, health 


Human being insurance meets the and accident. 
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| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





‘A lot of ignoramuses, facetiously 
termed a school board,” gave the insur- 
ance profession one of its most earnest 
and successful exponents in Charles W. 
Pickell of Detroit, general agent of the 
Massachusetts Mutual, as told by Mr. 
Pickell himself to the Detroit Life Un- 
derwriters at their last monthly meeting. 
In 1888, while superintendent of public 
schools in Ludington, Mich., he became 
so disgusted with the political squab- 
bling of the school inspectors that he 
resigned. He had decided he wanted 
to get into line of activity in 
which the harder he worked the farther 
he’d get, instead of going the other way 

Having accumulated only $350 in 15 
years he looked around for a business 
that required no capital. He talked it 


some 





| 
| 





over with a Penn. Mutual man who had 
sold him a small policy. He asked him 
if he thought he could sell insurance 
The P. M. man didn’t know but he'd 
give him a silk hat as a bonus if he sold 


$5,000 between Thanksgiving and New 
Year's. Mr. Pickell sold $15,000, That 
was in 1887 Later, he affiliated with 
the Mass. Mutual and his’ general 


has placed $70,000,000 on the 


that company 








SIDNEY A. FOSTER 
Founder and Secretary Royal Union Mu- 
tual Life of Des M 





en 


Dr. Glenn Wood, medica! director of | hence a number of the agents took it 


the Illinois Life, had a 
the other day. He was attempting to 
make his exit through the back door of 
the company’s partially completed home 
office building. He threaded his way 
among several half-lit ways, 
and finally reached what he felt to be 
the rear hall. He stepped forward into 
a darkened elevator shaft and fell five 
and one-half feet. After brushing him- 
self off and examining various parts of 
his anatomy carefully, he came to the 
conclusion that he was none the worse 
for the mishap and continued cheerfully 
on his way. 


narrow escape 


passage 


Talbot C. Hatch, who has been one of 
the editors of the “American Insurance 
Digest” of Chicago, has resigned to go 
with the George W. Kirkgasser Adver- 


tising Agency of Chicago. Mr. Hatch 
will handle three important advertising 
accounts in his new connection. In his 


“American Insurance 
Hatch has prepared special 


work with the 
Digest” Mr 
sales articles. 


Otto H. Augustine, general agent of 
the Illinois Life at Peoria, Ill, believes 
in going after the business where the 
conditions are most favorable. During 
the past few weeks the roads in the 
vicinity of Peoria have been almost im- 
passable. Mr. Augustine has not been 
ble to get out into the rural communi- 
surrounding Peoria He writes 
most of his business in the country, and 
hence has been cut off from his most 
fruitful source of production. Finding 
himself “up against it” Mr. Augustine 
decided to greener pastures. Ac- 
cordingly, he went to and 
established headquarters 
office of the company. For the past 
couple of weeks he has been rolling up 
a big record. Although he is compara- 
tively unacquainted in Chicago, Mr. 
\ugustine has succeeded in establish- 
ing himself in the Windy City, and has 
set a fast pace for other Chicago pro- 
ducers of the company. He will con- 
tinue to operate in Chicago until con- 
ditions in Peoria become more favorable 
for the writing of life insurance. Mr. 
\ugustine is a versatile, resourceful life 
salesman, and is apparently able to get 
the business wherever business is to be 


had. 


ties 


seek 


( “‘hicago 


Wednesday of this week marked the 
74th birthday anniversary of Sidney A. 
Foster, the founder of the Royal Union 
Mutual Life of Des Moines and its sec- 
retary. Mr. Foster is one of the well | 
known life insurance executives, being 
very prominent in the American Life 
Convention. In his own company he is 


upon 


| learned of the 


at the home | 





greatly beloved by men in the field and 


themselves to make 
eventful day in his history. 
Fouts of lowa eived the idea of 
having the men in that make a 
special effort for 30 days preceding May 
17. It was planned to have an Ameri- 
can Beauty rose place« on Mr. Foster’s 
desk each morning bearing a card, giv 
ing the names of the producers for the 


May lj an 
Supervisor 
conse 


state 


) 
| 
i 


preceding day Special applications 
were gotten up bearing Mr. Foster’s 
photograph. The Kansas City Agency 


lowa plan and joined in 
the movement to honor Mr. Foster. 
Mr. Foster has taken especial interest 
in the question of taxation of life in- 
surance companies. He has delved into 
this problem deeply and at the meetings 
of the American Life Convention and 
on other occasions has produced some 
comprehensive reports on the 
Mr. Foster has a wide acquaintance not 
only throughout lowa but elsewhere be- 


cause he is prominent in political circles 


subject 


and during important campaigns has 
been one of the most effective stump 
speakers in Iowa 

Mr. Foster was born May 17, 1849, at 
Friendship in Allegheny county, New 
York. When he was 17 years of age 


he entered a newspaper office, starting 


apprentice. Later he became 
editor and 


as an 


newspaper publisher, con- 
tinuing in that field until 1884. In that 
vear he organized the Royal Union 
Mutual Life, becoming its vice-president 
and secretary. In 1886 the 


company 
was moved to Des Moines. The com- 
pany has always been conservative in 
its operations. It has 
quality of business and its 
been carefully looked after by Mr 
Foster and President Frank A. Jackson 


written a good 


There is much interest in the 
president of the Penn Mutual Life, 
liam A. Law, who 


new 
Wil- 


will assume his new 


duties July 1. The Penn Mutual News 
Letter gives a character sketch of the 
new president and some of the higl 
lights in his career It says: 

Mr. Law was born in Darlington 
county, S. C., and began his business ca- 
reer by organizing the Spartanburg Sav- 
ings Bank, of Spartanburg, S. C., later 
becoming president of the Central Na- 
tional Bank of that city His ability at- 


tracted the attention of the banking cir- 


cles of Philadelphia and New York and 


he decided to become a citizen of Phila 
delphia, accepting the assistant cashier- 
ship of the Merchants National Banl 
from which position, in January, 1910 
he was chosen as president of that in- 


stitution, which later merged with the 
First National Bank, of Philadelphia, Mr 
Law being elected president of that bank 
May 1, 1915. 

His activities in banking and business 


circles resulted in his election to the 
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presidency of the American Bankers As- 
sociation, through which office he at- 
tained national prominence and he is 
favorably known throughout the United 


States He was formerly president of 
the Pennsylvania State Bankers Associ- 
ation. He is a director of a number of 


inaustrial, commercial and financial in- 
stitutions, and possesses an unusually 
wide scope of knowledge of business af- 
fairs in their broadest senss¢ 

An interesting incident of his career 
is that while residing in the south he 
was for several years a life insuran 
gent, and his experience thus gained 
gives him a knowledge of field work in 
which he was active and successful as a 
solicitor, 

Mr. Laws is 57 years of age, and his 
marked business success has been attrib- 
uted to his ability to organize and carry 
forward in a wholesome and creditablk 
manner the progressive undertakings 
which in these days are essential to 
business building He believes strongly 
im the human element in business, and 
possesses a rare personality He will 
bring to The Penn Mutual Life Insur- 
ince Company the benefit of a wide ex- 


perience, apart from his outstanding 
ibility as a banker. His selection for 
the important office which he will as- 
sume has been enthusiastically received 
and under his management the Penn 
Mutual Life is assured splendid progre 
in all of its lines of activity 


Unusual success in the life insurance 
business has been attained by Perrin H. 
Lowrey, professor of English at Blue 
Mountain College for women, in North 


Mississippi. Although he began his 
career in the business in January, 1920, 
he ts still only a part-timer He rep- 


resents the Mutual Life of New York, 
holding a contract which permits him 
to appoint sub-agents. In 1920 his per- 
sonal production amounted to more 
than $300,000 paid-tor business; trom 
lan. 1 to Oct, 1, 1921, he paid tor over 
$350,000, his sub-agents paying for 
$750,000 during the same nine months’, 
he territory covered consists of only 
four counties, all of which might be said 
to be in the “rural district,” as there are 
large towns located there Mr. 
Lowrey has been especially successful 
in closing on the first interview, having 
recently placed a large policy with each 


two lecturers who visited his col- 


ere 


Edward B. Jewett of \Vichita, one of 


e best known insurance men in Kan- 


sas, died at his home last veek He 
was the organizer and secretary and 
treasurer of the Farmers & Bankers 


Life, one of the first life insurance com- 
panies to become firmly estabiished in 
Kansas Mr. Jewett was a farmer at 
Wichita for many years and later be- 
came warden of the state penitentiary. 
He was active in politics and served in 
the iegislatrre 


W. A. Hinshaw, Iowa salesman for 
he Bankers Life of Des Moines re- 
cently celebrated the sixth anniversary 
ot his start in the life insurance busi- 
ness He has been with the Bankers 
Life continuously His record for the six 
ears is as follows: Applications, 1,512 or 
an average of 252 a vear and five a week: 
total business, $3,894,000, an average of 
$650,000 a year and $12,000 a week; 
total premiums, $157,351.47, an average 
ot over $25,000 a year and $500 a week 


E. Simon Banks, the well known Bal 
timore insurance corre sponde nt has 
gone with the “American Insurance 
Digest” of Chicago Mr. Banks has 
been in daily newspaper work in Bal- 
timore In his insurance correspond 
ence he has written a number of sales 
and feature stories that have created 
wide interest. 
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John E. Keene of Keene & Hoagland, | 


nanagers of the Aetna Life at Peoria 
Ill.. is back on the firing line, having 
spent the winter in Georgia recuperat- 
ing from a severe attack of sickness last 
fall He has been connected with the 
Peoria gencral agency of the Aetna Life 
for nearly 38 years 

Frederic 8S. Withington, president of 
the Actuaries Club of Des Moines. called 
the members together for a social picnic 
and dinner dance at the Hyperion Field 
ind Motor Club near Des Moines last 





The Heap of Old 
Tin Cans 





F the city farmer allowed a heap of old tin 

cans to cover half of his back yard he would 
have little room for his garden. His possibil- 
ities of production would be limited indeed. 


The worthless “old tin cans” in the territory 
of the Life Insurance agent are the people he 
cannot possibly write for insurance. 


Lincoln Life agents have little of this unpro- 
ductive material in their territory because they 
can write women on the same basis as men, 
and can write men engaged in hazardous 
occupations and those who have _ physical 
impairments. 


All your territory has productive possibilities 
when you 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $210,000,000 in Force 
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HE self-sacrifice of 
Regulus is one of the big 
glories of history. As 
the story goes he was 
captured by the Car- 


thaginians and held as a slave for 


years. 


Later he was sent to Rome 


with instructions to advise his 
country to sue for peace. If 
there was peace Regulus was to be 


freed 


Carthage and give his life. 


if not he was to return to 
The 


supposition was that the old 
Roman would proclaim the power 
and strength of the African town 
and scare his own country into 
submission. But the supposition 


went 


Rome to fight on. 


wrong. Regulus urged 
Incidentally 


he was advised to stay and not 


go back. 
word,’ 
to die. 


“IT have given my 
’ he replied and went back 
And yet, as Thackeray 


said—‘*’Tis not the dying for a 
faith that is so hard, ’tis the 


living up to it.”’ 


In every home 


someone is living up to the faith. 
In every home someone has given 
hisword. Lifeinsurance justifies 


faith and loyalty. 


No man has 


any right to weaken or destroy a 
faith which he cannot or will not 
replace with a loftier. 





The Prudential 


Insurance Company of America 


FORREST F. DRYDEN, President 


Home Office, Newark, New Jersey 





Incorporated under the laws of the State of New Jersey - 











WITH INDUSTRIAL MEN 








NEWS OF THE PRUDENTIAL 





Activities of the Agents Out on the Fir- 
ing Line—Some Assistants Are 
Appointed 





Bird H. Reynolds, who has been con- | 


nected with the Syracuse N. Y., dis- 
trict of the Prudential since September, 
1918, as an agent, is striving hard for 


leadership of the district in both indus- | 
trial and ordinary In fact, he is now | 


leading the district in ordinary and is 
following close on the heels of Agent P. 
L. Loucks, who now holds the honor along 
industrial lines. 

The ‘“‘Three-in-One” contest which has 
been staged throughout the Canadian 
division came to a close with the indus- 
trial increase of May 1 From the very 
beginning, in February, the contest has 
been a particularly keen one. Agency 
Organizer A. R. Traynor and his agents 
at Fort William, Ontario, took the honors 
on the leading side and as a result will 
receive a silk Canadian flag, the award 
from the vanquished, 

The Toronto No 


ership of Superintendent W. J. McDonnell | 
did particularly splendid work and led, 


all contestants on the losing side. 

The following men have been promoted 
to assistant superintendencies: L. Ray- 
mond Geary, Duquesne, Pa (Braddock 


district); Patrick J. Carroll, Cumberland, 


| Md.; George A. Brechbiel, Altoona, Pa.; 


Benjamin T. Beadle, Shamokin, Pa. 


3 staff under the lead- | 


Western and Southern News 


The following appointments to assist- 
ant superintendent are announced by the 
Western & Southern: J. P. Quesnel, Man- 
| chester, O.; A. F. Reynolds, Manchester, 
O.; Osear Bietsch, St. Louis West; W. E 
| Mock, Columbus, O., South; W. Dicker- 
|} son, Edgewater: W. OMalley, Edge- 
water; J. W. Thomas, Charles, W. Va.; 
L. L. Oelker, Bellefontaine, O.; C, Calvin 
Toledo North; C. B. Key, Toledo South; 
W. A. Bannatyne, Detroit East; 

The following assistant superintend- 
ents have been transferred: T. Dalton, 
from Cleveland West to Edgewater; J. 
F. Ewing, from Cleveland West to Edge- 
water; N. Barone, from Cleveland East 
to Cleveland North; A. J. Woodward, 
from Cleveland East to Cleveland North; 
E. J. Fath, from Cleveland East to Cleve- 
land North; C. Wright, from Bellefon- 
taine, ©., to Troy, QO. 





Mutual of Baltimore Changes 


E. O. Barrett has assumed his duties 
as superintendent of the newly estab- 
lished office of the Mutual Life of Balti- 
more at Louisville Mr. Barrett was for- 
merly assistant superintendent of the 
St. Louis office of the company. J. J. 
Hurley has been promoted from assist- 
ant at St. Louis to chief assistant at 
John Harris becomes assist- 


| 


Louisville. 
ant superintendent at Louisville, beine 
transferred from St Louis. Assistant 
Superintendent R. Rheins goes from 
Kansas City to St. Louis. 





NEWS ABOUT 


Policy Literature, Rate Books, etc. 


$3.50 and $2.00 respectively 





New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the “Unique Manual-Digest’ 
and “Little Gem,” Published Annually in May and April respectively. PRICE, 
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CONNECTICUT MUTUAL’S PLAN 


Gets Out a New Double Benefit Clause | 


and Modifies Its Total Disability 
Provisions 


The Connecticut 


together with a substantial modification 
of its former disability provisions. 

The company offers two forms of 
provision in event of total and _ per- 
manent disability, one providing that 
premiums on the policy will be waived 
and the second combining a monthly in- 
come with the waiver of premiums. 

Form G, “Waiver of Premiums” pro- 
vides that future premiums will be 
waived during total and permanent dis- 


| ability. 


Former H, “Waiver of Premium with 
Monthly Income for Life,” provides, in 
addition to the benefit contained in 
Form G, that the company will pay to 
the insured on the first day of each 


Mutual has just | 
| issued a new double indemnity clause 


| month during total and permanent dis- 


| ability an amount equal to 1 percent ot 


| the amount insured by the policy. 
Disability is Defined 


otal and permanent disability is de- 


fined in the provisions to be: 

(1) Disability, resulting from bodily 
injury or disease, which wholly prevents 
and presumably will permanently and 
continuously prevent the insured from 
engaging in any occupation whatsoever 
| for remuneration or profit; or 

(2) Disability, resulting from bodily 

injury or disease, which shall have ex- 

isted continuously for not less than 90 
days and during all of that time shall 
have wholly prevented the insured from 
engaging in any occupation whatsoever 
for remuneration or profit; or 

(3) The total and irrecoverable loss 
of sight of both eves or of the use of 

both hands or of both feet or of one 
hand and one foot. 

The disability benefits are operative 
only if disability is incurred prior to 
age 60. The face of the policy is not 








1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 


OE an $286,934,616.49 

SE id oe $ 39,234,839.04 

Ratio of Actual to Expected Mortality......... 34.7% 
68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 








A Wider Field 


travel accident only, as may be desired. 


Payment features. 





An Increased Opportunity 


Our agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 


We issue policies with waiver of Premium and Disability Annuity or Installment 


We insure males and females at the same rates 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, 


ILLINOIS 
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LIFE AGENTS 


1F your Company does not issue Double 

Indemnity and Ttotal Permanent Disability, 
don’t quit it nor divide your energies between 
it and another. 


Take on our line of specialty policies which 
supplement straight life contracts without in 
any manner displacing them. In this way 
you can furnish your prospect a complete 
cover, without extra time and examinations. 


We want to hear from you. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President 
Insurance Building KANSAS CITY 
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N HE Columbia Life of Cin- ticipating policies. It has special facili- 
MC cinnati has emerged from its ties for sub-standard business by rein- 
swaddling clothes. surance arrangement. 
= It is all set for a bigger busi- The Columbia is the third oldest of the 
<V3 ness. Its capital and surplus Ohio companies. It is as clean as a 
ENG) are ample to take care of all hound’s tooth. The home office spirit 
possible contingencies. of friendliness and good will has de- 
Its new rate book, just issued, is a dandy. veloped a loyal agency force. 
Its new dividend schedule, made possible It has — a Pag 1 Ker 
by its favorable mortality, high interest — l. ( — a 
rate and low home office expense, makes tucky. Let us hear trom you. 
a net cost showing which compares 
favorably with the lowest cost com- SUMNER M. CROSS 
panies. [he Columbia writes a full President 
line of both participating and non-par- CINCINNATI, OHIO 
Ri a aiwelwaisl aswel esses Sales me sin[s(s[s[s/0[s[o/5\a]e'S Als (sTSIS (S16 S618 sla Wa1e o[s]eIsis[sisie[s = We(s(s\slel= e's e[srsisiele's « sie s.eisiv slele.s(a 
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STATE LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


The Growth of Oak—The Solidity of Granite 





CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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reduced by premiums 


come payments made. 
Values and Benefits 
The values and benefits are the same 
as if premiums waived had been paid 
except that dividends apportioned during 


disability are payable in cash 
Attention is called to the fact 
der Form H if the files 


that ur 


insured proof ¢ 


disability while the policy is in force, 
ayments will be continued durin dis- 
ability, even though the policy itself af- 
terwards terminates Under the corre- 
sponding provisions previously issued 


(Forms C, D or F) the income in no ever 


waived and in- 


1- 
rf 


it 


was continued bevond the time of ma 
turity of an endowment policy 
The insured may receive the benefits 


nder disability of tyy.« (3) even 
able 
pation 
Forms E 
differ fron 


he is to engage some gainful oc 


and | (the 


Forms G and H 


forn 


(the two cur 


thoug! 


i- 


clauses) 


rent new forms), in two important re- 
spects Disability which has existed con- 
tinuously for not less than $0 days is 
presumed to be permanent nder Forms 
G and H while Forms E and F do not 


contain such a provisior Under Form H 
the monthly income is continued as long 
as disability exists. On the other hand 
nder Form F the monthly ncome will 


cease at the maturity of the policy as a 


endowment 


Disability provisions will not be issue 
in connection with 5 and i-year tern 
olicies Double indemnity benefits, how- 


will be 
with all forms of 


ever considered i cor 
term Insurance 


Women Applicants 


rection 


| 














UM 





Unmarried women applicants who are 
self-supporting have the privilege of ap- 
I nz for disability and double indemnity 
benefits 

The same general rules whi apply to 
he granting of the benefits to men wi 
t followed in issuing thes benefits to 
women except that the limits in amount 
will be in each instance one-half of the 
limit for male lives 

The company's disability benefits are 
ntended only for self-supporting women, 
and applicants whose income is derived 

any considerable amount from nvest- 
ments or other sources than the result 
of their own work will not be considered 
eligible for disability benefits 

Double Indemnity 

The double indemnit bene in event 
of accidental death is available only upor 
proot (1) that the death o the insured 
occurred while the polis was in full 
orce, (2) that death resulted, directl 
and independently ot ill other causes 
from bodily injur eft d solely through 
external, violent and accidental means 

@ A postal or letter 
from you will 
bring information 

= 
about our Square 
Deal Agency 
Contract. 
VatBnvnalg? 

Home Office, Madison, Wis. 

AGENCY CO-OPERATION 
hrough direct mail advertising is just 
me of the features which give Fidelity 
field men a distinct advantage. Last year 
we distributed 41,341 direct leads—all in- 
terested prospects o requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi 
ess last vear 
Fidelity operates in 40 states. Full level 
net premium reserve basis Insurance in 
force over $203,000,000 Faithfully serving 
nsurers since 1878 
A few openings for the right men 

INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 
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of which 
of internal 


LIFE 


(except in case of drowning < 


injuries revealed by an au- 


topsy) there shall be evidence by a visi- 
ble contusion or wound on the exterior 
of the body, (3) that such death occurred 
before the anniversary of the due dat 
of the first annual premium on the policy 
nearest the seventieth anniversary of the 
insured’s birth, and (4) that death oc- 
curred within ninety days of the date of 
such injury. 


idental death 
when 


The premiums for an ac 


enefit are waived if and premiums 


nder the policy are waived by the com- 
any under any total and permanent dis- 
bility provision 

pecial Endowment at 65 With Optional 

Annuity to Insured 

The company now offers the above form 
» both male and female applicants Dis- 
bility protection extends to age 65 unde 
lese contracts It should be noted, how- 
ver, that the contracts are granted only 
” maturity ige 65 Moreover the 
1onthly income in event of disability 


avable only until the maturity of the 


contract, i. e., age 65 This is the only 
| type of disability benefit now being issued 
| by the company where the income in 
j event of disability, ceases at the maturity 
| of the policy as an endowment In case 
} of double indemnity provisior are de- 
sired with these torms, the provisions 
| will be issued b Separate agreements 
Th same double indemnit remium will 
| be charged as on regular endowments at 
65 tor the same face amount of insuran 
| These special endowments at 65 are not 
ritten on initial term contracts 
Male Lives The contract designed fot 
male lives which is sually applied fon 
jin multiples at $1,160 face amount of in- 
} surance carries 1 total and rveormane 
| disability income protectio of the same 
amount as the optional annuity j e., $1 
|} per month for each $1,160 face imount 
| The contract will not be issued for a 
| month] income of over $250 neludit 
| disabilit income venefit on existing i 
Surance 
| Female Lives The « trac ce é 
for female lives is base pon $1,300 f 
amount of insurance ! provide in 
optional annuity of $10 nontl r} 
| total nd permanent ¢ I ‘ 
|} also of the same amount $10 i 
month for each $1, 0 face t t 
contract will not be sued for a imount 
which will yp id come <« ne 
than 8125 pet ont ludin t 
| ncome benefits n exXistin " 
| — = 
Bankers Life of Iowa 
The Bankers Life of lowa has issued 
a new disability clause for attachment 
to the lump sum and income policy The 
new disability benefits are restricted 
policies issued on lives in certain well 
defined professional occupations or x 
ecutive positions, such is physicians 
surgeons, lawyers, dentists, executives of 
large institutions and like positions. 
Those specifically excluded re clerks 
salesmen, farmers, mechanics capital- 
ists, musicians industria occupations 
skilled or unskilled tradesmen and coun- 
try bankers. It will be issued on male 
lives only from 21 to of inclusive The 
new clause is like the one now in use 
except that the insured receives disabil 
ity income when he is totally or per 
manently disabled so as not to be able 
to pursue any occupation for remunera- 
tion or profit 
The amount issued is limited to that 
attached to a life policy of $25,000 or an 
ncome policy of $250 a month, On the 
lump sum policy the monthly disability 
benefit is 1 percent f the face of the 
policy and on the income policies the 
ronthly disability benefit is equal to 
monthly income on the face of the 
policy The old disability benefit will 
not be discontinued, as only a relatively 
small number of occupations are eligible 
for the new disability clause The new 
lause, however, will not be retroactive 
to old policies, but will be ssued only 
with new policies. 
Home Life 
In explaining the Home Life of New 
York disability clause the 1922 Little 
Gem Life” Chart states that payments 
begin when disability has existed for 
three months.” Payments begin at once 
however, when disability is obviously per- 
manent, but if disability is not obviously 
permanent, the waiting period is three 
months from the time disability com- 
mences. In making this reference to the 
waiting period, it was intended only to 
bring out that in no case will payments 
| begin later than three months 
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My Neighbor’s Hyacinths 


“My neighbor has hyacinths; I have none. I intended to 
some. I kept saying all the fall: ‘I am going to bring home 
two dozen hyacinth bulbs some day and plant them along 
other flowers are gone.’ But it was a warm, 
late fall, and | feared the bulbs would begin to grow, so | delayed 
getting them. Then there came long, cold rain and a sudden 
freeze-up—and it was too late. My neighbor planted his at the 
ae nd time; so he has hyacinths. There isn’t another flower 
in sigl nd brown; but up from it have sprung, 








have 
about 
the border when the 


- the earth is bare a 


almost in a single night, these lovely racemes of clustered stars, 
white, pink, purple,—purity, life, luxury. The odor of hya- 


cinths is strongest about eleven o'clock in the evening. 

‘My neighbor's hyacinths have taught me a lesson—several 
lessons The first is, ifyou want hyacinths you must—must 
must plant the bulbs at the proper time. Excuses do not make 
good anybody's neglect of anything. Never! The second lesson 
is that hy: icinths bloom when there is a dearth of other flowers. 
hey are not hot-house plants ; they need is to be planted at 
the proper time. The snow may cover them, but with the first 


ring, when the earth is still cold and bare, the 


warm days of s] 


hyacinths awaken and fill the garden with beauty and the air 
with perfume hey herald the spring while other flowers are 
asleep ; their fragrance is strongest in the night 

“l am a life insurance agent, and my neighbor’s hyacinths 
have taught me an insurance lesson. It is not a new lesson 


| knew it before—it is an old lesson newly impressed and made 


more vivid itil now, while the voices of spring are calling 
upon every one to plant something, | feel more keenly than ever 
that life insurance has its proper season and that this proper 
season may pass in a night Che life insurance season is not in- 
dicated by the almanac, but any man may know when it is—tt is 
when he has good health and a little money lt may last for 


\nd when it ends excuses are of no 
policy payable when you die 
unless you get the policy when you can. My has hya 
failed to plant the It is all 


vears ; it may end any day 
Chere will be no life insurance 
neighbor 
none be caus | bulbs. 
when other in 
and 


fragrance of a 


insurance policy matures at death, 


to shrink in value than to increase 
when cut off; it 
prudent and undying love in that darkest of nights that ever comes 
to a widowed mothet shall smell the hya 


cinth again without thinking of a life insurance policy, and when 


vestments are more likely 


income f1 labor is brings the 


neve! perfume of 


! need a spur in my work I say ‘My neighbor has hyacinths 
| have none; and it’s all my fault 
From the letter of an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President. 

















“SAFE AS A GOVERNMENT BOND” 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT*~° MONTHLY INCOME INSURANCE. 


s]dcierae LATEST POLICIES AND AGENCY CONTRACT Baila les 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Il. 


Manager of Agencies or 
111 No. Broad Street 
Philadelphia, Pa. 




















ECRET OF OUR’ We have a contract for you under which your 
UCCESS IS 
ERVICE 
A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, miditcin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 


income will be limited only by your activities. 
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compared with less than a million 
the same period of last year. 





x * x 
Detroit Life.—The monthly report of, manager of that agency, Mrs. Mary A. Security Life, Ilineis—The company is 
the Detroit Life for April shows new Tierney. going strong. Vice-President S. W. Goss 
business subscribed of $1,390,000. This *x* * x states that his firm belief is that 
compares with $882,500, the amount of Bankers, lIowa.—New examined busi- | business written this year will equal that 


new business written in April of 1921,| ness for the first two weeks of May | of 1920. Mr. Goss staged an interesting 
showed a total of over $5,000,000, which | contest for May, the special prizes to go 
percent. The total amount of new writ- | was a gain of $700,000 as compared with] to agents that have been put on during 
ten business for the first four months/} the corresponding period of April. This | the last few months. The first prize is <¢ 
1922 is $4,911,000. This compares with | record for the first two weeks of the suit of clothes. The second is a set 
total of $2,759,700 for the same period | month indicates that the Bankers Life] dishes. The third is a lawn mower and 


increase for 1922 of $567,500, or 69 


1921, and an increase of $2,151,300, or | sales force will break all previous pro- | the fourth is a bale of hay. 


7% percent. | duction records and establish a new high *x* * x 

These figures are particularly signifi- | water mark for May, 1922. The best pre- Peoples Life of Chieago—The company 
cant as indicating a pronounced better- | vious month in the history of the com-|is showing a tremendous increase over 
ment in the life insurance business in| pany was April, 1921, which showed a | its last year’s business. In 1921 the total 
Michigan, as this business was all writ- | total of $12,000,000. paid for was 50 percent greater than that 
ten in Michigan and one-third of it in Twenty-one agencies of the Bankers | written in 1920 and the business paid for 
Detroit. Life show a gain in new paid-for pro-|the first quarter of this year is three- 

The George A. Kelly agency of Flint | duction for the first four months of 1922] fourths of the total amount written 





wrote $350,000 of this total largely | as compared with the corresponding] all of 1921. The Peoples Life has found 
through the personal activities of the ' period of 1921. The greatest amount of! that the big increase has been during 








45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat - 
The assignable cause for this is found in the Northwestern business policy of 


Careful Selection Efficient Management No Rebating 

No Foreign Business Liberal Policy Contracts No Twisting 

Insuring Only Males — — Civil Service for Agents 
urely American ‘ 

Low Death Rate Sone A wom Clean Business Methods 

Safe Investments No Brokerage Low Net Cost 


THE NORTHWESTERN MUTUAL 
LIFE 


Milwaukee 





Wisconsin 
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ae " gain was registered by the Elbert Storer | April. It expects 1922 will prove a ban- 
| agency of Indianapolis, which shows 


NEWS OF LIFE COMPANIES (kalo over anh 00” fr the. Fe 


ner year. 

It has been having excellent results 
with its bank plan, selling policies in 
combination with savings accounts in the 
City State Bank of Chicago and is find- 
ing that this opens a new and valuable 
channel for business. The Peoples Life 
has just issued a new rate book, which 
is a composite of all the information pub- 
lished during the past year, although 
there are no new rates announced, 

. 2. 6 

Northwestern National Life—Making a 
substantial gain in production in April, 
the company has brought its total for the 
first four months of this year above that 
for the same period of 1921. The com- 
pany’s business for the first four months 
of 1922 has been $13,105,000, compared 
with $12,773,000 for the same months in 
1921. The production in January, Feb- 
ruary and March was slightly below that 
of 1921, but in April the business totaled 
$3,724,000, compared with $3,276,000 in 
1921, thus making the total for the four 
months larger than the 1921 figure 

Great Republie Life—Vice-President 
Savage reports that the business of his 
company continues to show a _ steady 
gain, April production being slightly in 
excess of that for March, which was a 
$750,000 month To date the volume of 
new insurance produced in 1922 shows a 
substantial improvement over last year 

. & S 

Provident Life & Trust—President Asa 
S. Wing reports a very encouraging out- 
look for life insurance and steady in- 
creases in business. In April there was 
an increase of $80,000 over the corre- 
sponding period in 1921 for his company 

Century Life—The company reports an 
increase of 15 percent in business writ- 
ten in April over the previous month 
This is also an increase over the business 
written in the corresponding month of 

















THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO., worsnapouts 
Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life insurance company. 5: 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency 


Tell us where you want to work 

















A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. I. D. WALLINGTON, Supt. of Agents 
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CHAMBER OF COMMERCE 


IN ANNUAL MEETING 


(CONTINUED FROM PAGE 2) 


|} ments which American life companies 


made in the character of life insurance 
in their invasion of European and other 


| fields a score or more years ago. 


Life Business on Broader Basis 

“The life business of Europe, as well 
as of the whole world, is today on a 
broader basis, attains higher ideals and 
has been liberalized as to the policy- 
holder and beneficiaries to an immeas- 
urable degree. The effect of this good 
work will not be lost entirely because 
of the present withdrawal. It is, of 
course, regrettable that American lif 
insurance, having prepared the soil, is 
prevented by hampering restrictions 
home from reaping wher it sowed. 

“The chief executives of our great 
Amercian fire and marine insuran 
comnanies have long sensed their 
sponsibility and have heen extrem 
cautious in entering countries in whicl 
thev could not remain profitabl 
nermanently \ slower developm 
has been the result but it is a dur 
one. Conditions in Furope are too mu 
in the making, or the mekine over 
reouire taking any of vour time 

“Six months. or even a month, mav 
affect the intelligent nrocnostication of 
today. Nevertheless. TI, one of the few 
who have had the advantage of going 
completely around the world, would im- 
press upon vou that despite much of 
what we see in the newsnapers, ‘busi 
ness is going on as usual.’ 

“American insurance companies mus? 
nick and choose with great discrimina 
tion but should aim always to support 
the American exporter and banker and 
the American trader or manufacturer 
on foreign soil. Tf their efforts should 
seem to lack conspicuous success in anv 
instance the results should he attributed 
to the ereat difficult of a work in- 
volving the establishment of a plant ex- 
tending all over the world.” 

Other speakers at Wednesday’s ses- 
sion were S. S Huebner. insurance 
expert of the shipping hoard, and Rep- 
resentative George Edmunds vice- 
nresidert Tnternational Coal Corpor a- 
tion of Philadelphia 
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LIFE AGENCY CHANGES 
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CHANGES BY MUTUAL TRUST) 


Several New Appointments Made by 
Chicago Life Company in North- 
western Territory 





\ number of new appointments have 
een made by the Mutual Trust Life of 
Chicago in the Northwest. Gilbert 
Kundtson, vice-president of the com- 
has just completed a trip through 
new 
formerly 
becomes district 

rust Life at 


pany, 


that made some 


\ Inge, 


section and has 

arrangements H. F. 
with the Travelers, 

igent of the Mutual 
Fargo, N. D. Lloyd H. Lynch, former- 
y with the Massachusetts Mutual, and 
John S. Murphy, who has been in the 
yanking business, are named general 
agents of the company for southeastern 
Minnesota, under the firm name of 
Lynch & Murphy. They will have head- 
quarters at Winona, Minn. 

B. J. Hagen is appointed city man- 
ager at Minneapolis He was formerly 
field supervisor for the Travelers in 
Minnesota, and for the past year has 


been writing business at Fargo. 





Z. B. Mills and J. W. Saunders 


\ contract to represent the Prudential 
in Mississippi in a district agency, 
through the office of A. C. Crowder, 
general agent at Birmingham, Ala., has 
been made by Z. B. Mills and John W. 
Saunders, two of Mississippi's best 
known life underwriters. 

Mr. Mills began his insurance career 
with the Penn Mutual Life, under the 
former general agency of Ratliff & 
Gunter. Later, he went to the Security 
Mutual, as junior member of the firm 
of Ragland & Mills, general agents, 
which continued until he formed the 
connection with Mr. Saunders. 

Mr. Saunders a number of 
vears general agent in Mississipi for 
the Missouri State Life, selling his gen- 
agency to enter the army in the 
recent war. He served with distinction 
both at home and in France, and 
his return has been with the New 
Life as special agent. 


was tor 


eral 


since 


York 





Allen & Summers 

[The Provident Life & 
formed a new general agency in Ohio, 
in addition to the old Cleveland agency 


of which A. Rushton Allen is general 
agent, the new agency to have head- 
quarters in Cleveland, under Allen & 


Summers as general agents. The senior 
member of the new firm is A. Rushton 
Allen and the junior member is Emmet 
M. Sumers. Mr. Summers has been for 
many years district agent at Marietta, 
O. The new agency will cover eastern 
and southern Ohio and part of West 
Virginia. The Toledo district is also to 


We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 
agents, in Ohio, Indiana, 





Illinois, Missouri or Iowa. 


FARMERS NATIONAL LIFE INS. Co. 
F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, BROS 





General Agency Wanted 


For Northern and Western Florida. If 
you have an opening, will tell you all 
about myself. Address A-92, care The 
National Underwriter. 











| International 


| schools of Webb City, Mo. 
is in Monett, Mo., but he is planning to | 


be included in the Cleveland general 
agency with James W. Crook, who has 


been with the company for 18 years, as 





associate general agent, located in 
Toledo. 
L. S. Cloninger 
L. S. Cloninger has resigned as gen 


eral agent for the Missouri State Life 
in Wichita, Kan., to become managet 
for the Fidelity Mutual Life in southern 
Kansas Mr. Cloninger was formerly 
with the Fidelity Mutual, but on Jan. 1 
of this year re signed to accept a partner 


ship with Stewart M. Young in the Mis 
souri State general agency. The part 
nership broke up when Mr. Young 


Previous to his ex- 
Mutual, Mr 


superin- 


became postmaster 
pe rience with the Fidelity 
Cloninger was for 12 years 
tendent of the Me tropolitan Life, 
ing four states 


cover- 


Wiliam King 


The Missouri State Life has opened 

a branch office at Grand Rapids, Mich., 

| William King being appointed man- 
ager. Mr. King is a Canadian by 

birth, who was educated at London 

University and St. Thomas Normal 

School When he graduated he en 


tered the employ of the Actna Life at 
Grand Rapids as cashier He served in 
that capacity for 17 years and for a 
time he was acting manager of the 
agency During his work with the 
Actna Life he became a large personal 
producer, reaching the million dollar a 
vear mark 


M. J. Hale 
district manager for The 
Life of St. Louis, Mo., 
new 


M. J. Hale, 


has been named the 
His home 
move to Webb City in the near future 
Mr. Hale has been connected 


public schools at Monett, Mo., and at 
one time was president of Southwest 
Missouri Teachers Association. He will 
leave the employ of the International 
Life at the beginning of the coming 
school year and devote his time to 


| school proble ms. 


[rust has | 


L. D. Reichel 
L. A. Griffin, supervisor for the 
Lincoln National Life, announces the 


appointment of L. D 
agent at Cleveland, O. Mr. Reichel 
recently resigned from the Cleveland 
Life, after nearly vears of con- 
tinuous service and bears the 
oldest agent in point 

with that company 


twelve 
distinction 
of being the 
continuous service 


John H. Cochran 


John H. Cochran of Medford, Ore has 
been appointed general agent of tl Pa- 
cific Mutual Life for the seven c« t 
in northern California Mr Cochran is 
}an experienced and well know l 
surance man that section aving t 
different times successfully represente 
the Mutual Life of New York and the 
Western Union durin the past 20 years 
| For the present the general agency head 
quarters will be at Medford, which has 
been Mr. Cochran's home for some time 


Tom J. Proctor 


Tom J. Proctor who has represented 
the Pacific Mutual Life at Santa Rosa 
Cal., for a great many years, has beer 

appointed general agent of that compan) 
in charge of five surroundin counties, 


| nounces the appointment of C. G 


with headquarters at Santa Rosa Mr 


Proctor has been a leader in 


personal 


production and it is believed he will be 
equally successful in the development 
an effective agency organization for tl 


territory 


C. G. Rosenberger 


Richard W. Brooks, Pennsylvania man- | 
ager of the Royal Union Mutual Life, an- 


Rosen- | 


head of the | 





Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
Pn 

Contract direct with the 
Company. 


es 
Ww 


Over $125,000,000 of in- 
surance in force. 








onl hes 





The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 
Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 








with the | 


Reichel as special | 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 











More Than 1A Million Policies Now In Force 


Only four other lite insurance companies in America have 
more policy contracts in torce than this company. A study 





of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
\ssets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 


Insurance in Force 19,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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berger as general agent for four counties, 
with headquarters at Harrisburg 
barked in health, accident and life under- 
writing two years ago and has met with 
encouraging success He is devoting his 
endeavor solely to life insurance in his 
present connection and has every prospect 
of placing at least $350,000 business dur- 
ing the remainder of 1922 


New Men 


George Godfrey Moore, president of 
the National Reserve Life of Topeka, 
Kan., announces the appointment of J. 
C. Espy and G. W. Chadsey as general 
agents for his company at St. Louis, 
Mo., with offices at 402 Security build- 
ing These men formerly represented 
the Bankers Life of Iowa at St. Louis. 

Harry C. McLachlin has been ap- 
pointed general agent at Lincoln, Neb. 
Mr. McLachlin was formerly a leading 
rent of the Midwest Life of Lincoln. 
H. W. Wallace, formerly state agent 
for the American National of Galveston, 
Pex., at Little Rock, Ark., has been ap- 
pointed agency director for the National 
Reserve, with headquarters at Little 


National Reserve's 


at 


Rock, 


J. F. Janecke 


| 3 F, Janccke, for several years gen 
eral agent for the Lincoln National Life 





AMERICAN 





Insurance Co. 





He em- | 


CENTRAL 


HERBERT M. WOOLLEN 


THE NATIONAL UNDERWRITER 


in southern Minnesota, has been ap- 
pointed an agency supervisor Mr. Ja- 
necke will assist the agents in the north- | L. Eldredge agency of the Provident Lift 
west. He has proven his ability as an | & Trust in Los Angeles. Alfred Math- 
organizer, is a hard worker and a real | ®&WS has been appointed manager of the 

: J “ie San Francisco office. 
student of beth life insurance and organ- rt ; : : 

tio a + vere The Kenosha Realty Company, Keno- 
ization pre ents. sha, Wis., this week, will take the gen- 
eral agency for the Continental 
ance for southeastern Wisconsin. The 
company has just been made general 
agent for the Continental Casualty in the 
same district. 


Life Agency Notes 


Walter E, Vail has joined the Edward 


William A. Sells 


Sells has been 
igent for Council Bluffs and ad- 
counties for the Massachusetts 
General Agent L. S. Me- 
Sells was born and raised 


William <A 
trict 
jcining 
Mutual Life by 
Williams Mr 


made dis- 





Maintains Miilion-a-Month Gait 


at Sidney, la., and three years ago rep The De Forest Bowman agency of 
resented the Massachusetts Mutual in| the Bankers Life of lowa in Chi- 
that te ) . j 
rritory cago is now maintaiming its place 
sesnginteanl in the million-a-month class April 


A. W. Carne 


Carne has been appointed dis- 
Equitable Life of 


was the second consecutive month with 
a total of paid-for business over 


A. W ; 
$1,000,000 and the production so far in 


trict manager for tne 


New York at San Jose, Cal. Mr. Carne | May indicates that it will show the sam 
has made a good record with the San | result Che April total paid for was 
Francisco office and will change places | $1,010,000, the entire April production 
daar eet paling to wae tame dag the | of the Bankers Life of Iowa being 
San Francisco office from San Jose, $10,500,000 The two April leaders in 


— the Bowman agency were F. W. Brown 





E. P. Magee and Fred C. Holbeck and J. R. Brown, father and son, Each 
at avent for the Sun | 22d a total of $103,333 worth of busi- 
ee a ge wee aig FS \. J. Johnson was third with 
Lansing. Mich., where he will take charge | $90,500 It is believed the May busi- 


ness will break all previous records for 
both the Chicago agency and the com- 
pany as a whole 


of the company’s office Mr. Magee suc- 
Holbeck, 


continuing with the Sun Life 


ceeds Fred C who xsoes to Sag- 


inaw, Mich., 
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NO GENERAL MEETING 
MUTUAL LIFE CHANGES PLAN 
Will Try Out District Agency Conven- 


tions This Year as Substitute for 
Field Club Meeting 


Phe Mutual | 11 of New York has 
determined to omit the wene il conven 
tion of its Field Club in 1923, holding 
agency gatherings in each district for 


that vear, 11 order to determin whether 


the individual convention or the gen- 
eral convention is more valuab'te to the 
company and to the agents individuall 

This experiment has been urged by 
many of the managers and a large nun 

ber of the agents in the field and tht 

the $125,000 Club conventions will net 
1625 Kach 
hold its own convention at 
requirements 
and at! 
oppor- 


agency conventio1 


be held in the summer of 
agency will 
agency headquarters, 
being tixed by the 
agents in. the eld 
tunity to attend the 
\ representative ot the 
attend the individual 
sired. 

Che held ciul 
continued, 
tor $125,000 or 
medal or bar and continu 
in the club uninterrupted 
pany will return to the present conven- 
tion unless this experiment 
proves more acceptable and desirable to 
both company and This a 
tion is the same that has been taken by 
several of the leading life companies, 
the Equitabl of New York 
its annual general convention last 
replacing it with district conventiors 


manager 
having an 


home office wil 


convention if de 


organization will lx 
how: ver. and those who pus 
more will receive the 
members! 


The con 
methods 


field force 


torevgolns 
Vcear, 
and this vear wit agency conventiol 


Celebrates Sykes’ Anniversary 
Frank H. Svkes, manager of agencies 
of the Fidelity Mutual Life, last 
celebrated th 25th anniversary of his 
connection with the 


eet ” - } -+} 
boys” got up birthday 


1 
weck 


company The 
party for him 
_ > tl ” 
i Cane with , 
Mar Talbot 
paid high tribute 
birthday 
made by 


and even supplied 
candles. Walter Le 
dent of the 
to Mr 
Other addresses were 
Hunsicker, who is 
Philadelphia Association of Life Under- 
writers: Frank L. Bettger, and 
John Dennis Mahone, 

Earlier in the day there was a base- 
ball game between the two teams into 
which the Philadelphia agency had been 
divided in the March-April allotment 


pre Sl- 
company, 

1 
speecn 


“Clayt” 


Svkes in a 


president 





contest tor new paid business. ( 
Betiger’s team won but was beaten in 
the business contest by Hunsicker’s, the 
figures being $393,000 and S377,.000 


Dedicate Home Office Addition 


Franklin Life employes 
new four-story addition to the home 
office building at Springfield, Ill., witl 
dance and 
night 
charge of the arrat 
be extended to the new 


led ited the 


Monday 
Committees of employes were in 


ements. F 


housev arinmg 


irst floor 
offices will 
portion, the second 

will also occupy space in the annex but 
the third floor will be unoccupied at 
present \ large convention hall has 


been fitted up on the fourth floor and it 


was there that the housewarming took 
place The addition has been con- 
structed to conform with the architec- 
tural design and in color harmony with 
the main building 
Life Notes 

Galen Starr Ross gave a lecture on the 
“Psychology of Sellin before the Trav 
elers Men's Club of Columbus, O it ji 
latest meeting 

A picnic is heing arranged by the at 
taches of the Travelers office in Colum 
bus, O It will be held on the crouns 
of the Columbus Canoe Club the afterno« 





and evening of June 
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NEWS OF LOCAL ASSOCIATIONS 








SHUFF AND ORBISON SPEAK | L 





Monthly Meeting of Chicago Associa- 
tion Assumes Real Sales Congress 
Proportions 


lhe regular monthly meeting of the 
Chicago Association Life Underwrit- 
last Thursday developed into the 
proportions of a second congress 
Following closely upon the annual sales 
which President Darby A 
Day, Chicago manager for the Mutual 
Life of so successfully man- 
aged, it was a second to the 
both in attendance and progran 
Over 600 were in attendance, indicating 
Mr. Day’s ability an organizer. Two 
speakers of national repute were pres- 
ent: President John L. Shuff of the Na 
tional Association and Judge Charles J 
Orbison of Indianapolis, as well as In- 
surance Superintendent Houston of I] 
linois, thus giving one of the best pro 
grams thus far offered One the 
features of the day was the promulga- 
tion of association and the organ- 
ization was well rewarded with mem- 
berships after the enthusiastic meeting 
The re 
ment 
Day 


ol 
crs 


Saies 
congress 


New York, 


good con- 


gress 


as 


of 
spirit 
com 


M: 
\sso- 


was also considerably more 
regarding the candidacy of 
as pre sident of the National 


ciation next year, as suggested by Jules | 


Girardin, and unanimously seconded by 


the ttendance at a rece 


ing 


entire t mect 


Shuff’s Stirring Appeal 


brief introductory talk by 
Day and a few words of wel- 
Superintendent Houston, the 
turned Tules Girar- 
din, general agent Phoenix Mu- 
tual, who acted as toastmaster in his 
inimitable manner Mr. Shuff was the 
first of the ikers of the day. He mad: 
a stirring appeal ater cooperatior 
on the part of lifs and 
instilled a greater interest 
ciation movement, 
membership the 
to many of 
thoughts on 
of life insurance 
the 


After a 
Darby A. 
come by 
meeting W over to 


for the 


as 


Spe 
for gre 
insurance men 
the 

desire for 
tion 


His 


in 


the 


asso 
selling 
in Chicago associa 
the gue 
the tremendous importance 
the underwriting and 
movement, all equally 
in the business, were 
Statistics from many 
said that his aim 
president of the Na 
to the soul 


sts present 


association 

important factors 
well emphasized by 
Mr. Shuff 
term as 
Association 

and to 
He 
with 


the 


sources 
during his 
tional 
of insurance 
competition. 
of cooperation 
missioners for 
feasible handling 
business. He told of the work accom 
plished by associations throughout the 
country in the way of checking rebating 
and twisting and of the possibilities open 
for the group that has full support 
of the entire eligible membership of lif 
underwriters banded an iatior 


was sell 


sell yperation, not 
stressed the 
the insurance 


only equitabls 


importance 
com 
and 
the 


regulation of 


into 


assoc 


Orbison on Estate Building 


Judge Orbison, in a position to have 


Studied the result of improperly be- 
queathed estates from his work in the 
probate court, presented a picture of the 
position life insurance should hold and 


does hold the life of the beneficiary 


in 


Mr. Orbison detailed the many objections 
to the ordinary method of estate build 
ing, showing the ease with which such 


estates can be entirely lost to the benefi 


ciary within a very short time The cost 
of executing and administering estates 
the ease of contesting wills and the con- 
sequent melting of the estate values, the 
danger of the usual delay in settlement 
and the possibility of diminished estates 
through decreased lues were some of 
the many features that life insurance 
eliminates The menace of the lawyer 
and unscrupulous relative was shown as 
an actual one and not imaginary, as seen 
from the bench, and life insurance is the 
only means of building and leaving an 
estate that cannot be diverted, dimin- 
ished or contested Judge Orbison als« 
said that in his mind the income plan_of 
settlement was the superior, as it added 
to the benefits of life insurance, thus 


preventing squandering of the 
either through carelessness 
willfulness. 


lump sum, 
ignorance or 
* * * 


St. Louis, Mo. 
the St. Louis 


At 


aSss« 


regular 


May 


the 
clation 


meeting 


of 10, Joh 


| few 


| MINNESOTA MUTUAL LIFE INSURANCE 
| 








inl, Sas Aplin date seoaeione COMPANY 
of the Columbian National Life, were th | 
enna as ae and honor — ae st ° Paul 
Childs opened the meeting with an ad- 
dress on the question ‘Do Pecnens ¢ on- | , 
ditions Justify Optimism?” has entered, or will enter the followin 
, foll 1 n the program by | 
Mr Shuff, who talked in his usual * ou | states; and is prepared to make con— 
and 1 manner that characterize his | fi 
ne mae ote se wane te ae te tracts offering liberal first year com 
gy ag missions, splendid renewals, and an 
have a purpose and goal and sustain | ideal arrangement for financing the 
_ZMy mission and my aim is to sell thi Agency, just as soon as the right man is 
of insurance not anys ompany but in- | found in- 
surance fam trying t make the agents | 
more cooperative than competitive, be- | IOWA, KANSAS, ILLINOIS, MICHIGAN, SOUTH 
cause insurance will be houg!l o by | ‘ < 
ie pubiie Gp peccemiel be ths wenkeu | DAKOTA, MONTANA, VIRGINIA, INDIANA, 
}or trickiest agent not by the Ligh | 
standaed squat whe behenas to the tt: LOUISIANA, CALIFORNIA, OREGON. 
underwriters and is trying to make the | 
profession worth while | i ‘ 
g We are trying to make it an honor | This announcement is addressed to 
| in 1921 about nine billions of new life | successful life insurance men of good 
‘The public should understand that we | character, who want to secure General 
} are trving to make men do the most | m s - 
| unselfish act of their lives—to protect | Agency contracts in these localities. 
the individual in his old age and to pro- 
tect the family in case of death We are 
also making credit more stable and tl | 
Lankers oes that the human = vale 0. J. Lacy, 
i the general inancial issets with j = j ; 
le the general Gnenctal assets with | end Vice-President in charge of Agencies. 
invested in the juSiness is of no value 
sohaien it is nth mi roth ind we | 
re trying to get the vision of the value | 
|} of the human element. 
l appeal to all agents in presenting | 
their proposition to the prospe to first 


disabuse his mind of the fact that insur 


rgeanized to make 


ince companies ure 
money for the company, because they ars 
only clearing houses, allowing a man 
deposit with safety a certain precentag« 
of his earnings vhik by ooperation 

nd large numbers in be nvested 
safely and be returned ither at a fixed 
year or previously in the case of death 

When the public so understands our 
work will be much easier and we will 
be known as essengers of service and 
good will.” 

J M Bloodwort! preside f the 
St Louis association nd manager 
St Louis for the Fidelity Mutual Lif 
is a personal friend of Mr Shuff in 
introducing him to the iudi ce he 
touched upon the keynot of Mr. Shuff's 
charm and personality Because of hi 
close association wit Mr. Shuff, ! 
give a keen zht int his hara 
and did much it the ipprec 
ation of the work he is doing as pre 
dent of the itional association Mr 
Bloodworth told of the natura endenes 
of Mr. Shuff to give instintingly of his | 
Lime ind ffort in sery ‘ ina rific 

* 

Detroit, Mich. 1 don’t know anything 
of the psychology of salesmanship but 
l have been a salesman for 25 years 
remarked Rev. Samuel 8S. Marquis to the 
Detroit Association at its May meeting 
I have separated the laity from over 
$1,000,000 in the last quarter entury 


Detroit's most 


Dean Marquis is one of t 
popular pastors and is in demand as an 
after-dinner speaker because he talks 


business when he is addressing | 
men, 
Insurance 
thing in the world to sell,” he 
i the most needed thi 
but you can't 
advertising it. You m 
behind it to make it go f 
to life 


sleep with it You 


ht to be the easiest 
said. “It 
world, 
sell it in the office or by 
put something 
you are 


oug 


in the 


foing 
must eat it 
believe 
life 


things 


sell insurance you 
must 


iKé 


drink it 
there world | 
insurance It must be first of al 
with you and it must bs 
‘You must step out 
who out 
You 
but 
effort without 
“You men at the head of 
get more out of your 
put into it. You 
percent of your efficiency. 
Moody reached a hall in 
to he found that a 
mantled scaffolding had not 
moved There were a thousand 
there So he ind in a 
minutes Think- 


s nothi im the 


first all 
In any group 
in front 
may have to m: 


man 
who 


steps 
succeeds 
sacrifices int suc 


xreat you ¢ 


any making some sa 
agkene cs can’ 


you 
nut 60 


business than 
only abe 
One day 


are using 
when 
which he 
lot of dis- 

been re- 


was 
preach 


men 


said, ‘Come on" 


the hall was clear 


! 


pusiness | 
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SIX YEARS OF PROGRESS 


End of Year Insurance in Force Reserves Assets 


1916 
1917 


$1,504,904 
3,014,388 


4,507,824 
8,556,794 205,203 


12,112,174 365,286 
$16,331,992 $574,921 $1,367,692 
Surplus to Protect Policyholders - - $757,992.36 


Assets $2.06 for every dollar of Liability, 
and a corps of live satisfied agents. 


$9,778 
43,502 
100,914 


$429,373 

678,555 
775,154 
941,380 


1,127,761 


1918 
1919 


1920 


1921 





The Shenandoah Life Insurance Company 


General and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey 


On Agency matters address—W. F. Macallister, Agency Manager. 








Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary'Policies from $1,000.00 to 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 





Assets. . . 

Liabilities 
Capital and Surplus 
Insurance in Force... : 
Payments to Policyholders - : 
Total Payments to Policyholders since Organization 


JOHN G. WALKER, President 


$28, 308,449.13 
25, 109,146.04 
3,199,303.09 
214,188,461 .00 
1,897,435.45 


. .$27,720,705 42 
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| Great Southern Life 


| Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company’’ 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 

(No frills or trimmings) 


Issues only 


Plain, Simple Contracts 
Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 
Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


E. P. GREENWOOD, President 
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The Mutual Benefit 


Life Insurance Company 
of Newark, N. J. 


For 77 years has confined its 
business to tried and approved 
plans 


Its appeal is to those who want pure life 
insurance with the most liberal features 
and at the lowest possible cost. 














J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








W A N T E D District Managers for 
Good Locations in Ohio 
Write the Home Office for further particulars. Here’s an opportunity 


for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











ing out plans won't make you a leader; 
you must work.” 
* * x 

New York—The New York Association 
held the last monthly dinner of the sea- 
son last week, with two eminent business 
speakers addressing the association on 
“The Close.” This was the final meeting 
on the complete program of this series of 
subjects which had been planned for the 
eight regular monthly meetings of the 
year. Each meeting took one step in the 
selling process with the purpose of de- 
veloping points which would be of im- 
mediate and practical value for the man 
in the field. The approach, selling plans, 
meeting objections and all of the other 
previous phases had been discussed and 
the final meeting took up the last step 
in the sale, “The Close.” James E. Kav- 
anaugh, third vice-president of the Met- 
ropolitan, was the principal speaker on 
this subject, giving his talk personal ap- 
plication to his previous career, when he 
started asa rate book carrier. Mr. Kavan- 
augh was in a position to tell what closed 
the sale because he had been a successful 
salesman before taking up his executive 
duties with the Metropolitan. The other 
speaker was Harry C. Spillman, manager 
of the school department of the Reming- 
ton Typewriter Company. Although his 
talk was not confined to the subject, 
“The Close,” he applied his address on 
“Adjusting Ourselves to a New Business 
Era” to the general topic of the evening. 
Mr. Spillman gave one of his rapid-fire, 
straight-to-the-point business talks 
which have created a reputation for him 
throughout the country. He is a business 
man, a salesman, a scholar and an author 
and has been able to study matters from 
all viewpoints. He gave the association 
a stirring sales talk. 

The executive committee of the asso- 
ciation announced that it has engaged an 
office for the association and its executive 
secretary at 50 John street, with W. R. 


Collins & Co. 
* * * 


Richmond, Va.—The life and achieve- 
ments of Elizur Wright, who has been 
called “the father of life insurance as 
we know it today,” were extolled by 
Glover S. Hastings, superintendent of 
agencies of the New England Mutual 
Life, in a talk before the Richmond As- 
sociation at its May “meeting. These, he 
said, could well be emulated by any life 
insurance man who would achieve suc- 
cess. Mr. Wright enjoyed the distine- 
tion of being the first insurance com- 
missioner of Massachusetts and was also 
the first general agent of the New Eng- 
land Mutual. 

After Mr. Hastings had concluded his 
highly interesting talk, President Reyn- 
olds appointed A. P. Wilmer, W. J. Sil- 
lingburg and N. D. Sills as a committee 
to report nominations at the annual 
meeting in June. Resolutions were 
adopted lamenting the recent death of 
Malvern Hill, first clerk in the Virginia 
insurance bureau 

The following applications for mem- 
bership which have been approved by 
the executive committee will be acted 
on at the next meeting: Jess H. Foster, 
New England Mutual; T. Montague Car- 
son, Penn Mutual; Charles P. Wilkins 
and W. H. Dorin, Philadelphia Life; 
George J. Brennan and Joseph H. Smith, 
Atlantic Life; Charles E. Moore, Connec- 
ticut Mutual, 

* * * 

Cleveland, 0.—About 75 new members 
will be added to the membership of the 
Cleveland Association at its next meet- 
ing May 19. This gain is especially in- 
teresting in view of the fact that the 
dues of the Cleveland organization are 
the highest of any similar association in 
the country, on account of the employ- 
ment of a full-time executive secretary 
and the maintenance of separate admin- 
istration offices. Special agents who used 
to pay $3 per year dues now pay $24, 
and general agents and managers for- 
merly paying $6 per year now pay $120. 

Cleveland was the first to employ a 
tull-time paid secretary who devotes all 
his time to the interests of the life com- 
panies represented, and is not licensed 
to write business in any of them. 

Dr. William Muhlberg, medical di- 
rector of the Union Central, will be the 
speaker at the meeting, May 19. 

x * * 

Omaha, Neb.—The membership commit- 
tee, with members’ help, added 37 new 
members to the list of the Omaha asso- 
ciation on Association Day, May 11. 

* * * 


Dubuque, Ia. — The Dubuque Associa- 
tion at its first annual meeting elected 
James O'Rourke president; W. L. Gifford, 
vice-president; and J. L. McGeogh, secre- 
tary-treasurer. Although only a year old 
the association is large and its meetings 
are well attended. 








The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 


President 
J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IiGLEHART 
Medical Director 














A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsu 

for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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—=}| come to the part wherein the pros-| of simultaneous equations, (2) by ap- 

















|| pective insurer raises objections. The | portioning all expenses as equitably as 
MODERN B | SIN ESS | subjects we will discuss under “Meet-| possible and (3) by trial 

ing Objections” are: [he author fixed the following rates 

| 1. Switching the train of thought. | as the basis for the “expected” expense; 
E’ | v | ING ME | 'HODS [Types of objections, | (1) initial commission rate, o, (2) re- 
| (; Methods of meeting objections | newal commission rate, 6.25%, and (3) 
! The salesman’s attitude in an- | miscellaneous expenses $1.15 per $1,000 
—__— ——______— ———— - ——— swering objections. of insurance, and computes the ratio ot 
) Answers to objections “actual” and “expected” expenses for a 


Kansas City Association Has Notable “jae ee 


Now comes the most important sub- | 
M Substandard Mortality 


f ° ° ° rect of all—closing. Under this sub- 
P an for Presenting Big Selling Ideas ject we will discuss for you: | “The Incidence of Substandard Mor 
Ss : 1. Why salesmen tear the close | tality” was discussed by J. E. Hoskins 
2 Iry- closes. e al Oo ri ig l s aper e 
To Its Members at Series of Meetings} > £20" “* |the author giving im thie paper th 
s. Signals. results of his examination of a number 
+. Implied consent of classes reported in the Medico-Actu- 


-.s - — a a ha >} , “e ' . ] ‘ 
A‘ ambitious educational program phase of the selling process he fol- Ihe alternative proposal, and de-| arial Investigation, chosen so as to 


has been devised by the Life Un-| lowing subjects will be discussed cision on a minor point | yield a large volume of statistics on rep- 


Socwesters Association of Kansas 1. What men and women are try 6. Getting action from the prospect. |resentative groups of impairments. The 
City, Mo., which will * propose d tO | ing to do. 7 Closing suggestions. classes dealt with are (1) those with 
the membership at the May meeting. », Loss of earning power, and its g rhe getaway. lwenerally increasing extra mortality 


This program will put before the mem- 
bers at each session the big subjects 
of life insurance and will give useful 


Conservation—Keeping the with special attention to those heavily 


Business on the Books. | impaired, and (2) those with decreasing 
extra mortality, the family history cases 


What life insurance will do. 
Who needs life insurance 








helps towards mastering the details of re “e pr \t this meeting the importance ot] 
~ “ea - e details of . Who can get insurance protec- . the sorbent being examined separately. The impor- 
the profession. Briefly, the series of | tion? properly looking up a contract to cover |, af ements referred ¢ ' 
. ‘ ‘ pa nents ere er om (i) are 
meetings, each with its competent lead- 6. What is a prospect? 1 specific need will be discussed at], a i aes a ~ tate  oonha 
; . - . . . . ’ 1 lap over! eign aibumin an apia 
ers, will take up the three divisions of 7. Who is your prospect ngth, proving beyond the shadow of ; a i 
- i z at pDuUuIise TouN?E Ol | ami ation, <a tl eT 
lite msurance study and work —the} 8. Several times a prospect a doubt that business so written will]! , ' bend 
J . . Leto d ° ‘ ‘ : 1 , sonal history of rheumatism lary or 
needs of lite imsurance, the kinds of 9. Getting prospects stay on the books. We will show the}, ; ios hil : 
. . § I , - : lepatic colic or syphilis; and in (2) are 
policies best adapted to meet those 10. The cold canvass fallacy of lapsing old policies to take = ‘ i hy alice 
; . 7 . ;piecur \ ind amuy 11s Ty oO tubercu- 
needs, and the most successful meth- | il. The center of influence new ones, and the advisability of restor= | losis Che ner ising” class of bu 
ds to find the prospects and sell them | 1>. The endless chain TT old policies whenever possibk es de nes WH ‘pre fon r inn te es "2 
the policies 1 Personal observatio1 We will give many suggestions on how — : ee : tt gs Pred 
: 1 ' ; . 1» teteetiee , | Stance ra yuSsING wri l vy compant 
[he program has been prepared by a} 14. System in soliciting te iild up a clientele by giving real ~~ Hie ' 
en Bich Inhen W. Oliwer.| ih — cca : ? ¥ toe TR . «p.,| conducting that type of business 
committee of which John liver, | : : . service o your policyholders In the c , 
. ° ‘ “TR. a opecil I ri net premiums and t 
manager at Kansas City for the Equit- Analyzing the Ordinary Life Contract] ¢,,.) analysis, both from the agent’s| pe en ext J : pre u . ? 
17 *¢ ' = o ' ’ “ serves are mput and SONS T I 
ible Life of New York, is chairman in Terms Your Prospect Can Un-| candpoint and the company’s, “the | S°™” e compu * ind considered 
1 1 ation t methods omim uy used it 
Its comprehensiveness and practical] derstand. siness that stays is the business that | T'*"'0 ees a “qenegit 
eae) yak pbs a esas ; : aerenyy ~ ipresent. It is concluded that either the 
nature 1S SO obvious, that the mere Many lite insurance men fail be iys ' 


percentage rating method or the rated 


outline of it constitutes a fairly good ce 2 hat th ce nah 
cause of the fact that they a unable j}age method is theoretically correct with 


education in life insurance selling to discuss the life contract in terms | ACTUARI L SOCIETY OF ; . ‘ 
In outlining the program proposed] which : : : A minor exceptions, but that it is difficul 


their prospect can readily undet 


, }to justify the use, for substandard busi- 
the announcement just issued says stand isualize 1 the AMERI A IN ASSEMB le, of I 
: 1 sa} tand. We will visualize to you th ( | y ness as a whole, of extra premiums wit! 
] 


right and wrong way of loing it 
Fundamental Needs Served Sactiiie Gite aatitees ait tae taal i| (CONTINUED FROM PAGE 1) out increase in surrender values 
rovpabDli Ms SUD) Will ¢ nahnaied . | 



































By Life Insurance. by two men, one taking the part of ng vpriona rh nas “ n e- | Canadian Methods 
T : - . . . +} ' cn h fe ¢) rent lected out ot a number otf kinds that 
[his is the first subject which will! ' prospect, th St OS oe eels , lescribed because one |, Andrew D. Watson read a paper o1 
Ted h ino should nra\ - he ors ive desc ‘ because ol! 4 ' 
be discussed Under it will be ex rhis 1 ccting nould prove great of the most common kind and therefore | otes on the Actuarial Requirements 
plained “Why Men Buy. Have you| Value to all a Minetense tet ts heen done, | Of the Insurance Act of Canada in Re 
= | i an i) us ait Wile ia Oli > i . 
ever been solicited by a magazine |} The Approach spect of Friendly Societies—History and 
salesman who went into details as to ; ; | Different Methods | Present Status.” After speaking of the 
the size of his magazine’s circulation, [he impression you make during the | While the paper o ‘Reinsurance” | history of the requirements for sucl 
} f t \ 7 te< of ¢ int . s an nil ape! I IN I iran . y 
the well known contributors, the first rst few minutes of tne pags tem 4 W. Torre n tl " veneral | societies Mr. Watson states particularly 
, 11 rtan t il mi ) s 0 es c Z eral 
illustrations, etc., etc.? Not one of} "portant factor in = determi | ws Salen ithe requirements of the present amend 
, . I ther , tt vor will . ke « ( as the on \ Mr Bagley and ] I 
these points caused you to buy—did it? | Wetter or not you will make a Fated i treate i in - hat | ment Some extracts from his paper 
} . Most salesmen know riectly | BoA IT reats it a somewnat | fy. 
But when another solicitor called and eee a a eo +4 i os 1 id j di ij spe aku | ri fly ) will give an ide 1 ot the most important 
; 6 w sort } esion > chon pe in | 
pointed out some particular need of what re Of impression they should) , - siediieilin alt wales yrovisions 
n luery y ft » + f minutes fart ere oas ¢ rr sufa ca . . 
ours which a certain feature of his make curing the first five minute But | oine vith more particularity into th societies holding licenses at the 
niagazine covered, then you subscribed _ a SS Oe Oe Fen te ation taal nd requirements be- |time the amendment came into forc: 
—didn’t you should make, and to make that impres- |! a ee Saat aetiahens ¢ ere deemed to be licensed under th 
1 ? Tr , r ) ‘ biped ~ ait < ut 2 
People are not interested in life in-| Siom, are two different matters her lt ; a a BE Pec P ncggeenes rater | sami Retasltc Apart frot hee 
‘ 1 , " ¥ ] ré ; S ’ ’ ne Vay tne accot snoul c ce er 
surance merely as life insurance. They | 47 Certam general pi — you can}. . 4 pore the fact that of statements and documents. the 
: - Le which i] i. mn anmrned is ‘ cel e comp i . é 
can only be interested in what lite tak which w , a much toward 1 seal om fo heen 1 1 |} most mportant requirement precedent 
. : ors . our — c , success i : ct 1 is n i : - 
surance will do for them Just as| SUrng your < a or a Icce - sus . ree | » the licensing of a1 other society) 
| ‘ y ry “A " nf ) } ‘ . ) ‘ . ) . 
we are not interested in makine money | @terview Phe differs phases to be| +} id) cae al Canadian or foreign, is the filing of a 
“¢ 1 j t this sessiotr asalt i i ( ‘ a refi | 1 IT t i 
or its own sake, but rather because of | G'scUssed at th . . ttlement f death in nd lil port made by an actuary, appointed b 
' settleme o leath claims, an é 
the things it will provide In these ’ Never go unpreparé atin the society in which is to be included t 
eetings Ww ill try to teach you tl ; 14 ‘ i of 
scare eelaga Mie “ey — Dake i YO ttitud A w given to t ques of | results of a ictuarial valua n of each 
acavantage of presenting life msurance ; tie :' “eget ¢ | benefit fund. havir ‘ d to the pro 
1 ' T irticnu! YT our Dn rance | morta ( reinsurance TISKS Wit “s & & 
as a commodity Chis first lecture will be pal Mar in your appcaran Se ee i ic ae al neral ex. |pective liabilities and ontributi 
‘ A 4 % | ne = : erence ‘ r Tac i t oe i x ' : . 
also contain valuable generalities which ! Don give the mpression oO . ‘ ompan that 1 rtalit I'nless the ctu y certifies s repo 
. . . “ . rerrence ( 1s l n i t 
de not stimulate people to buy We | ing discouraged : \ om fas : that the assets plicable t h fund 
" a: ‘ S ) s « on |! ) < Ss « ‘ ‘ 
ill place before you, for discussion 5. Always be courteous tl mailer ones and that it st together wit e cont ( t 
ind ss it10 nape Ice pictu ot G Difficulties vou will meet ‘ ' “sa ), | . . ‘ OV 4 
sour prospects, including essential tacts at are as a 
ut pt pect nen Hn N ial iC , Opening suggestio , 5 ; oO ee ‘ sa it 
S | is ' nditions business Problems of Expense | . ‘ F 
lit 1 t 1 } While there is o col e no ae 
ne s inc I “ carried, . “ - | c | ‘ 0 ve | ort 
] + ' ‘ 1 j S 
¢ ¢ Cry ling | e between ip} C i | , 
ns ( ¢ ~ us ss oO “s om ‘ . : , th naling of “re It + it | _ ¢ ‘ 
s ho < his < ren’s educatio 1 \ pre 2 ( _ = ne Centics >. D r . \ le 
\\ c c ' 6 >; ven ce we Vil ( nsider m- ~~ - . . , : 
' j } TH - rvik ; tha I ( the s oc : . é - . ' UN 
yt diffi o discov the me Then I eo : ( . 
\ ll strate Oo n best ri te the prospect ceases to De}* ‘ > 
aad : , : es ews listener and shows enough | | “Ait , F 1 8 No Prescribed Bases 
the . t oO e insurance est tO 28K & Questo! , 4 +] P t ‘ 
S 1] ] hich tl , s no| 5° en tiie in s rs i ; 
1 ¢ re ’ ( t et i S anc | " t the < ) < S \ 
~ " , . . | yiect d ssed  @hate t ( t al t 
lo sum uy he first subject will be} ° melt ncang set wiew 1) the ” ber 4 t ' t should be x 
r the purpose of discouraging the]! = 3 : im ace oe ‘ ly . aris amin a etiedia 
. I siete - 1 Tal : ie f the prospect’s | of e trom casualty x | l el ‘ , 
selling of policies in a haphazard ae a : ldesirability of developi: cceemiiiadd a stios nosed by t ' ” 
nteres g 
ashion, and to encourage the selling | *' Mal — — , Mick) poseeee aii Gow wenten dines on 0 ey set which o i - 
t rT < mes i TrOoUg 1 Olt ‘ s 
of a service to cover a need Instead . — ippea : ' ait 4 4] est lishn o a ‘ wers It woul . , 
or being peddlers or insurance voli- than one of his senses eg a — pete rt . j 
a « . ewes Pe Be simple and clear ltandard by which to judge whether an |actuary is expected, taking into accou 
cies, let us advance the rank and file \el mt a mage oe | ommnee rat low or higl lthe actual circumstances of the partict 
into the profession of life underwriters K quest! ) : rl ndard will n rily be|lar society, and of each fund thereot 
are keeping his attention he standard w ecessarily jlar + oo So 
. es rm . - : clase! ool d + the { tors ssar) to determin whether in is best jude 
Prospecting and Systematizing ) Sellu g suggestions related oO e tac t nec¢ i 4 ; e Vv < . < - a 
. T _* - th wmniitat n ; sremiuims nd met ti ssets in han ogether l 
iciti 6 The selling talk. for the computation of premiu a t e asst 4 y 
Your soliciting. : “f= tet: Bee gel he 
— 7. How to plan the talk for a sell-|the testing of their adequacy Special | the re wee soukeneens to be . - d 
e ° . . + he ' ) » divis } ; | re ide he ‘nefit rrante< re 
If there is one vulnerable spot in the] ing interview. attention must be given to division of | will provide the benehts grant 
11 l t 1 th 
; . H c se , > I t | busi- | wo ‘solvency 1 no use in 1e 
training provided for most agents, it Meeting Objections expense between new and renewa usi- | wort olve ; s ni sec 
: : . 1€ ‘rage size of policie Suit- | amen n ; ynvenience 1e 
is that too little emphasis is laid on ness, average size of P slicies, etc uit . endme . 7 a - + r a ‘ 
prospecting proceedure. In the June In the preceding meeting we dealt|able rates may be determined in one |above may be ——_ <- to e the test 
; ; i itself. , re iree r r § yroups t soiven -quired, he actu: 1s 
meeting we propose to emphasize this] with the interview itseli—now we!of three ways: (1) by solving group of solvency requires i the actuary 
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YOUR NAME 
HERE 


Advertising Pencils Build 

Good Will and Bring Results 
Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting them _ with 
high-grade Advertising 
Lead Pencils, printed 
with your advertisement. 
No other adver rtising spe- 
cialty costing so _ little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain 
to make a favorable and 
lasting impression on the 





wae et 























minds of those who get 

them. 

Samples and quotations on request 

in “Ad n the hand is worth 
100) in the waste basket 





NORTH AMERICAN 
PENCIL WORKS 


Plymouth Ct., Chicago, Ill. 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








year 
Payments to Policyholders and 

their beneficiaries in Death 

Claims, Endowments, Dividends, 

BOR. ccccesoccvcoscasececoceccocees 4,740,340 
Amount added to the Insurance 

eserve Funds....cccccccscccceces 2,121,307 
Net Interest Income from Invest- 

TAGE coccecccccecqnesseccesoccesess 1,964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
| Actual mortality experience 53.44% 

of the amount expect 
Insurance in Force......s.essseeses $223,116,887 
Admitted Assets ......+-ssseseeees 43,222,328 








- HOME LIFE INSURANCE CO. 
NEW _ YORK 
WM. A. MARSHALL, President 


The 62nd Annual Report shows: 
Premiums received during the 
Teh ccecccicaccecessssesesons $6,990,547 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern 
Kentucky 
| Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 
HOYT W. GALE 

General Manager for Northern Ohio 


229-233 Leader-News Building 
CLEVELAND, | OHIO 

















SPECIALISTS GATHER THE IN- 
FORMATION THAT APPEARS IN 
The NATIONAL UNDERWRITER 


2 








THE 


of the opinion that the several funds of 
a society are solvent, and if the society 


complies with the requirements as to 
filing of documents, deposit, etc., a 
license may be issued.” 

The act narrowly limits the choice of 
the actuary who may be used for this 
purpose. 

Explains Misunderstanding 

It was known that several societies 

could not get a certificate of solvency 


from an actuary. Regarding this situa- 
tion Mr. Watson says: 

“Presumably it was felt some hard- 
ship might remilt were they summarily 
required to cease transacting new busi- 
ness in Canada. It was provided by 
section 108 that any such society might 
be licensed upon it being established 
that, in respect of policies to be there- 
after issued, reasonable provision would 
be made in the premiums charged for 
the benefits granted. Licenses so issued 
may be renewed from year to year but 
not after March 31, 1925, unless the pro- 
visions of section 107, as to actuarial 
solvency, are by that time complied 
with. Any such society was thus given 
a period of five years within which, by 
whatever means seem most appropriate 
and expedient, to attain, in respect of 
the whole business, such a condition that 
a certificate of solvency may be forth- 
coming.” 

Service to Employers 


“The Insurance Com- 
pany’s Service to Employers” E. R. 
Williamson discussed at very consider- 
able length the service that the insur- 
ance company can and does render to 
employers. Among its” services’ he 
services he places prominently the giv- 
ing of group life and group disability 
insurance, thus taking off the employer's 
hands the responsibility as to providing 
for employees who die or become dis- 
abled in the service. In a similar class 
he puts the issuing of annuities to pro- 
vide for pensions to employees. When 
an annuity is purchased from the com- 
pany it makes the annuity definte and 
certain, and in that respect takes the re- 
sponsibility off the employer. He also 


In his paper on 


discusses the use of whole life insurance, 
endowment insfrance, term insurance 
and provision for old age by deferred 


annuities. 
Closing Papers 


J. S. Thompson reviewed in a general 
way the subject of changes in policy 
contracts and various methods of mak- 
ing certain types of changes are com- 
pared. Special reference is made to 
changes in the disability benetit clauses 
of life policies. 

D. A. Walker told of the “Experience 
Under Widows’ and Orphans’ Benetits 


in Pension Funds.” The valuable sta- 
tistics given in this paper are derived 
from the experience of the clery of the 
Protestant Episcopal Church as shown 
by the Church Pension Fund. The fol- 
lowing are the chief items: 

(1) Probability of clergymen having 
wife living for each age from 21 to 68. 


(2) Number of children living, classi- 
fied by age (0-20), for clergymen living 
at each age from 23 to 68. 

(3) Number of children living, 
fied by age (0-20) for clergymen dying 
at each age from 27-97. 

(4) Number of youngest children liv- 
ing, classified by ‘age (0-20) for clergy- 
men living at each age from 23 to 68. 

(5) Average present value at death 
of member, of Orphans’ Continuous An- 
nuity of $1 per annum to age 21, per 
member dying whether bachelor, hus- 
band or widower at time of death, 3 
percent interest basis. 


classi- 


Lincoln Trust Company’s Plan 


The Linceln Trust Company of Lin- 
coln, Neb., is putting out an advertising 
campaign uder the slogan, “Let us pay 
your life insurance premium.” The 
company explains its plan as the accu- 

| mulation of savings on monthly depos- 


life insurance premiums and 
as a conservation the lapse 
otherwise probable. ts reading matter 
sets out the vast resources accumulated 


its to meet 


of losses 


and E. 





NATIONAL UNDERWRITER 


in life insurance reserves, nationally and 
in Nebraska, and emphasizes the econ- 
omic loss of these not being conserved. 


It pays 5 percent interest on deposits 
and holds out to the policyholder the 
saving of the interest increment 
charged on semi-annual or quarterly 


payment premium plans as well as the 
method of setting aside 


easier one- 
twelfth of an annual premium each 
month, It has no company connection 
but is bidding for savings accounts 


from policyholders in all companies. 


Ou 


L. K. Passmore Honored 


Although Lincoln K. Passmore will 
retire June 30 as vice-president of the 
Penn Mutual, an office he has held since 
1906, he will still be active in the busi- 


ness affairs of the city. Besides remain- 
ing with the Penn Mutual in an advisory 
capacity, he was honored last week by 
being elected first vice-president of the 
Philadelphia Bourse, succeeding Francis 
B. Reeves. 


McCoy Leaves Magnolia State 


Joseph McCoy has resigned as secre- 
tary of the Magnolia State Life of Jack- 
son, Miss., and has been appointed 
special agent by the Lamar Life of that 
city. Mr. McCoy has taken an active 
interest in the organization of the mag- 


nolia State Life during which he has 
had oportunity to learn a great deal 
about the life insurance business. He 
was also for several months associated 
with J. L. Babler of St. Louis in the 
organization of the International Life 
in 1908. Other than this he has had no 


having for a num- 
Louis, 


insurance experience, 
ber of years practiced law in St. 
his home city. 

His successor as secretary of the Mag. 
nolia State Life has not been selected. 
The executive committee named Dr. 
Willis Walley, medical director, to serve 
as secretary until the office could be 
filled by regular election. 


C. L. Miller Has Resigned 


C. L. Miller, who was appointed sup- 
erintendent of agents of the Cleveland 
Life !ast January, has resigned. Mr. 
Miller’s home is in Madison, Wis. He 


formerly superintendent of agents 
National Guardian Life and later 
agent for the Northwestern Mu- 
tual in Madison. J. N. Alvis joined the 
Cleveland Life the first of the year 
manager of the field organization. 
assistant is A. L. McNight. Pre: 
Hunt states that their work has 
very satisfactory and that they give 
promise of a contribution of very ef- 
fective service in the company’s agency 
operation 


Was 
of the 
Was an 


as 
His 
sident 
been 





Equitakle’s Eastern Meeting 


Fred W. Fuller of Springfield, Mass., 
Mulford Crutchfield of Rich- 
mond, Va., were reelected president and 
secretary respectively of the General 
\genev Association the Equitable 
Life of New York at the annual meet- 
ing in Atlantic City May 5-6. More 
than two score general agents were im 
attendance. President W. A. Day of 
the company was also present and mad 


talk 


of 


Oklahoma Business in 1921 


in Okla- 
according to 
by F. E 
commis- 
last vear 


Life insurance now in fore 
homa totals $541,664,957.61, 
figures given out last week 
Young, assistant insurance 
sioner. New business 
amounted to $157,880,675.63 against a 
total in 1920 of $199,518,975.21, the 
largest amount ever written in one year 
in the history of Oklahoma. The amount 
of life insurance which ceased to be in 
force in 1921 was $124,308,035.37. 
W. J. Arnette, Chicago manager of 
the Fidelity Mutual Life, was called to 
Columbia, S. C.. last week on account 
of the death of his brother, John C. 
Arnette. The latter conducted an auto- 
mobile sales agency and was murdered 
by holdup men. 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














ARKUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 











REDERIC S. WITHINGTON 
Consvttine AcTuARY 
402-404 Kraft Building 
Tel. Walnut 3761 DES MOINES, IOWA 








OHN C. HIGDON { $0 Gates Building 





fp E. HIGDON Actuaries & Examiners 


Kansas City, 











Rates Reduced 





Premium rates reduced 
September, 1920 


All leading forms of poli- 
cies written. 


Best of contracts to 
agents. 


Two general Agenciesopen 
in Iowa 
Write for information. 
LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 














Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 



































Great Republic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 
325-331 Title Guaranty Bldg. 401 Dallas County State Bank Building 
Dallas, Texas 


St. Louis, Missouri 


Mgr. Missouri and Kansas Mer. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 





THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a 
nice clean business, combined with real service to policyholders. 
If your viewpoint and ours agree, we can do business with 


each other. 
WRITE US 
J. IVAN RHEA, Supt. of Agents 


SAINT PAUL 


A. M. MIKKELSON, Secy. 





























The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 








Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 

For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 























HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








In Business Since 1862 





LiFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the compariy are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 








MUTUAL TRUST LIFE INSURANCE COMPANY — 


ea EDWIN A. OLSON, PRESIDENT 





Insurance in Force $75,000,000 


and PROFESSIONAL Man’s Policy. 
and Double Indemnity Provisions. 





Assets $7,512,613.17 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. Disability Income 


Surplus $635,128.94 
A special low premium BUSINESS 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For Agency Openings Address: 


GILBERT KNUDTSON, Vice President 


Home Office, 30 N. La Salle St., Chicago, Ill. 








LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


‘THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Sceretary 


LA FAYETTE, INDIANA 


A. E. WEREHOFF, President 




















Each One of These is a Real Help 


The National Underwriter 
Life Insurance Edition 


Weekly, $3.00 per year. Devoted to news, statistics and 
sa'esmanship. Special salesmanship section each week. 
Weekly supplement to the Unique Manual-Digest and 
Little Gem Life Chart, showing all changes in policies, 
rates, values, dividends, etc. Every life insurance office 
needs this great service. 


The Insurance Salesman 


Monthly, $2.00 a year. Companion monthly publication 
to The National Underwriter. Devoted exclusively to life 
insurance salesmanship. Has helped thousands of agents 
definitely to increase their production. Successor to the 
life department of Rough Notes, of Indianapolis, for 40 
years one of the standard insurance papers. 1920, absorbed 
Life Insurance Independent of New York. 


The Unique Manual-Digest 


Standard life agents’ field book showing for all companies, 
250 in number, thoroughly and in detail, annual state- 
ments, general information, analysis of policy contracts, 
premiums, cash, loan, paid-up and extended values, 
dividends, net costs and 100 pages of reserve, mortality 
and miscellaneous tables. Printed on thin paper, bound in 
covers, of convenient pocket size, 1,300 pages in all. The 
only “combination” book now issued, showing in a single 
volume all company rate and policy information. Pub- 
lished annually in May. Price $3.50. 


The Little Gem Life Chart 


The original vest pocket book, published for many years 
by Sampson Dawe of Boston. Contains the more impor- 
tant companies’ policies, rates, values and cost information, 
98 companies in all, with reserve, mortality and miscella- 
neous tables. Printed on finest “‘bible’’ paper, 200 more 
pages than nearest competitor. Also shows financial and 
insurance record for 5 years of all companies in the country, 
250 in number. Issued annually in April. Price $2.00. 


Anderson’s Selling Points Classified 


Is the book on life insurance salesmanship that we recom- 
mend. 164 pages of selling points classified according to 
the objections commonly offered by prospects, the ideal 
way of presenting this information. It contains most of 
the standard arguments and answers to objections met in 
selling life insurance. It has been the means of closing 
thousands of cases. The arrangement and brevity of 
statement of this book is its great merit. Price $1.00. 


The Diamond Life Bulletins 


For general agents and leading producers. A mimeograph 
and printed monthly service in two sections, Statistical 
and Salesmanship. The Statistical Section gives policies, 
rates, values, dividends, and net cost information in greater 
detail than is possible in any of the published books. 
Values and dividends at every age instead of at five year 
ages. Synopsis of company, policy plans, etc. Supplements 
and keeps up to date by furnishing new information within 
30 days of issuance throughout the year the Unique 
Manual-Digest and Little Gem Chart. 


The Salesmanship Section devoted to successful selling 
plans in use by the leading producers of the country. 


Jackson’s Easy Lessons in Life Insurance 


The best statement of the elemental principles of life insur- 
ance, easily understood. Accompanied by a Quiz Book of 
questions. Virtually a correspondence course on the sub- 
ject of life insurance. Price $1.50. 


The Medical Side of Field Work 


By Dr. Wm. Muhlberg. Gives the agent just the informa- 
tion he needs to talk life insurance salesmanship from the 
medical side. It shows the agent how to handle “border 
line’ cases. Gives a working knowledge of the principles 
of life insurance medicine, a branch of field work which 
many agents have neglected. New edition just out, 
price $1.00. 





In addition to the above we publish many leaflets and books on life insurance and 


can furnish promptly the publications of all other publishers. 


We have a complete 


printing office and bindery especially equipped to do insurance work and get out 


attractive advertising literature. 


The National Underwriter Co. 


CHICAGO 
175 W. Jackson 


NEW YORK 
75 Fulton St. 


CINCINNATI 
420 East Fourth St. 





